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PROTEST PAYMENT 
OF THE WAR TAX 


Metropolitan Agents and Brokers In- 
sist Companies Meet the 
Emergency Charge 


WOULD COST LATTER $2,500,000 


In 1913 Company Declared $867,000 
Out One-Half Companies’ 
Profits for Year 


As December first, the period in which 
the emergency revenue tax upon in- 
surance premiums becomes operative, 
draws near, interest in the general 
proposition becomes more acute, and 
little else is now talked of in fire un- 
derwriting circles. 

Agents and brokers throughout the 
Metropolitan District and in Northern 
New Jersey are pronounced in their 
opposition to collecting the charge 
from the assured, and insist that the 
companies either pay the tax out of 
their own funds, or include it in the 
rate. 

Company managers, on the other 
hand, are firm in their refusal to re- 
cede from their original purpose of 
collecting from the policyholder, and 
point to the financial returns of their 
business for the past decade as justify- 
ing their attitude. 

According to returns filed with the 
New York Insurance Department the 
premium receipts of all companies do- 
ing business in the State in 1913 agegre- 
gated $321,554,973, upon which the un- 
writing gain was $5,145,989. The tax 
measure calls for a return estimated 
at $2,500,000 or almost one-half of the 
companies’ profits. 

Attitude of Insurance Departments 

The insurance departments of Ken- 
tucky, Arkansas, New Jersey, Michigan 
and Wisconsin have expressed them- 
selves upon the tax revenue measure, 
the first three named saying in effect 
that the matter was wholly one for 
company regulation. 

Commissioner Ekern of Wisconsin 
seeks an expression of views upon the 
subject from his fellow commissioners, 
addressing them in this wise: 

“I shall be pleased.to receive and 
consider any suggestions, criticisms, or 
objections to the proposed ruling fol- 
lowing, which it is my intention to put 
into force December 1, 1914, unless 
good cause appears to the contrary. A 
memorandum of reasons _ follows. 
Please advise as early as possible.” 

Yours truly, 

Herman L. Ekern, 
Commissioner of Insurance. 
PROPOSED RULING 

Sections 1941-48, 19550. 

Federal Taxes on Fire Insurance 

Policies 

The federal tax of one-half per cent. 
on stock fire insurance premiums is 

(Continued on page 13.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


THE HOME’S steady and imposing growth has re- 
sulted from the deliberate preference of careful insurers 
and of those who select indemnity for them; agents and 


brokers. 

















Entered United States 


North British bye 
and Mercantile 
Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 











Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of Amerira 


Home Office: 68 WILLIAM STREET, NEW YORK 








LARGER MUTUAL 
BENEFIT DIVIDENDS 


Substantial Increase Over Regular 
Dividends Credited in 1914 
is Made for 1915 


RECORD OF LAST SEVEN YEARS 


in 1913 Company Declared $867,000 
Special Dividend—Remarkable 
Series of Achievements 


Another increase in dividends by the 
Mutual Benefit Life Insurance Company 
is announced in the following letter to 
agents, signed by President Freling- 
huysen: 

“The regular dividends to be credited 
to premium paying policies (except five 
year term policies) upon their anni- 
versaries in 1915 will show a substan- 
tial increase over the regular divi- 
dends credited in 1914. Such increase 


results from the fact that it has be 
come unnecessary for the Company to 
retain for expenses and contingencies 
as large a portion of that part of the 
stipulated premiums provided therefor 
as has heretofore been retained for such 
purpose. The increase, therefore, does 
not affect paid-up policies, upon which 
premiums are not being paid.” 


In connection with the announcement 
that dividends for 1915 on premium pay- 
ing life and endowment policies will be 
increased substantially over those pay- 
able on similar policies in 1914 it is 
worth while to call attention to the fol- 
lowing record of the Mutual Benefit 
Life Insurance Company covering the 
past seven years. 


In 1907 the Mutual Benefit still fur- 
ther liberalized, for both old and new 
policies, its non-forfeiture system adopt- 
ed in 1879 and modified in 1895 and 
1900: 


In 1908 the Company established a 
suspended mortality fund, which re 
lieves it of the necessity of changing 
its dividend scale to meet fluctuations 
in death losses from year to year, 


In 1909 the Company increased its 
dividend scale for 1910 and declared a 
special dividend of $675,000 payable in 
1910 in addition to the increased divi- 
dend. 


In 1910 the Company established a 
real estate depreciation fund. In 1911 
it established a security fluctuation 
fund and made a further increase in 
its dividend scale for 1912. In 1912 the 
Company established higher reserves 
for policies issued prior to 1900, and 
provided that thereafter the loan and 
surrender values of such policies should 
be based upon such higher reserves. 


Special Dividends 


In 1913 the Company declared a 
special dividend of $867,000. In 1914 it 
paid a special dividend of $861,000, and 
adopted an increased dividend scale for 
the year 1915. 


It will be noticed that the several in- 
creases in the Mutual Benefit dividend 
scale and the declaration of special 
dividends have followed the establish- 
ment of contingency reserves computed 
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“THE WAR? I Should Worry !’’ 


The Eastern Underwriter Offers 
$10 for the Best Epigram, Hitting off the Present 
Business Situation 





George T. Wilson and James V. Barry to Decide Who Writes Best Epigram 














The Eastern Underwriter will pay 
a ten dollar gold piece for the best 
epigram or aphorism written by a life 
insurance agent or general agent, 
based on the catchline “The War? I 
Should Worry!” If the epigram comes 
inside of a fifty word limit so much 
the better. 

Of course, there’s a war in Europe, 
but that fact does not seem to bother 
a great many life insurance agents. 
They keep right on getting business. 
Whether the Germans come across the 
Ypres does not seem to interest them 
so much as it does for someone to 
come across with a signature to an ap- 
plication. There must be thousands 
of agents in this country to-day who 
are saying to themselves, “The War? 
I Should Worry.” They don’t have to. 

Certainly, the man of fifty, now with- 
out a job and broke, is an object les- 
son that a proper investment in in- 
surance during his younger years 
would be of tremendous assistance 
now, and could be used with advan- 
tage by the intelligent agent. 

This is a poor time for an agent 
to take a vacation, but a good time 
to work harder than ever, and maybe 
he will be able to find a number of 
good selling ideas, the product of these 
particular times, never before thought 
of by him. An epigram of a few 
words often can hit off a situation 
more effectively than can a column or 
a page. So write an epigram telling 
why the agent should not be personal- 


ly bothered by the war, and then send 
it to this paper. 

The Eastern Underwriter has been 
fortunate enough to secure for judges 
in this contest George T. Wilson, of 
the Equitable Life Assurance Society, 
and James V. Barry, of the Metropoli- 
tan Life Insurance Company, than 
whom there are no keener judges of 
wit and horse-sense to be found in 
this country. Furthermore, both of 
them blush to admit that they have 
been guilty of originating epigrams 
themselves. 

Mr. Wilson has been associated with 
the Equitable Life a great many more 
years than his appearance would indi- 
cate—forty, in fact. He numbers his 
friends by the thousand. He is now 
second vice-president of the Society. 

Mr. Barry began his career as an 
insurance agent in Michigan. He be- 
came insurance commissioner of the 
State, winning remarkable popularity. 
Although amiability itself no one could 
put anything over on him, and the 
interest of the public was always pro 
tected. After leaving public life he 
went with the Metropolitan Life, where 
he is assistant secretary and is the 
official representative of that Company 
at insurance conventions. 

If agents have an apt epigram to 
characterize the present situation it 
cannot escape discovery by these two 
judges. 

Go to it! 








ROCHE BACK FROM COAST 





Country Aimed Straight for Prosperity 
Say Agents of the Manhattan 
Life 





John F. Roche, vice-president of the 
Manhattan Life, returned this week 
from a month’s trip going as far as 
the coast. He found agents in the 
West and on the Coast convinced that 
nothing can stop this country from rid- 
ing on a tremendous wave of pros- 
perity. In the country districts par- 
ticularly everybody is cheerful and 
writing considerable business. In some 
of the cities there is a temporary re- 
action from over-expansion, and in the 
new dry States some feel that there 
will be a flurry in real estate over re- 
duced rentals that come from the liquor 
interests, but the basic conditions of 
the country are such that slight set- 


backs only act as a spur for renewed 
effort. 
Manhattan Life’s Progress 

The paid-for business of the Man- 
hattan Life for the year 1914 so far, 
was, on October 31, in excess of the 
paid-for business of the entire year of 
1918. As the Company has still before 
it the two last and best months of the 
year, the increase of paid-for business 
for 1914 promises to be very satisfac- 
tory indeed. 





Charles W. Scovel discussed the 
policy contract, common clauses, spe- 
cial provisions and other life insur 
ance points in a lecture on November 
16 before students of the University 
of Pittsburgh. 





Success is catching; it breeds suc- 
cess, says Edmund P. Melson, of the 
Missouri State Life. 





JAMES V. BARRY 


GEORGE T. WILSON 





INTRODUCES AN INCOME BOND 


EQUITABLE HAS NEW CONTRACT 








Appeals to Those Who Do ‘Not Want In. 
surance But Want Old Age 
Provision 





The Equitable Life Assurance Society 
has introduced a new contract which 
it calls an “Income Bond.” 


It is intended for those who do not 
want life insurance for the protection 
of others, but who do wish to provide 
for their own old age. Hence this is 
an excellent contract for bachelors, 
widowers, fathers whose children are 
self-supporting and independent women 
who do not wish to run the risk of 
being dependent in after life on the 
charity of friends or relations. 

This is a “return premium” contract, 
and the purchaser who dies is guar- 
anteed the return of all he has paid, 
but without interest. Those whose 
lives are prolonged will, of course, re- 
ceive a very large return as compared 
with the total amount invested. 

The following is a description of the 
contract as it applies to the individual: 


If you will deposit a small sum 
with the Equitable, from year to 
year, until you reach the age of 55, 
the Equitable will pay you there- 
after for life a monthly income of 
$10, $15, $20, $100, $500, or any 
other desired amount—according to 
the sum you are willing to deposit 
annually. 


If you do not want the income to 


begin until you are 60 your annual 
deposits will be less. If you do not 
want it to begin until you are 65, 
the annual deposits will be for a 
still smaller amount. 


The younger you are at the time 
you enter into this contract with 
the Equitable the smaller will be 
your annual deposits. The older 
you are the larger will be your de 
posits—but their number will be 
fewer. 


But you may say, “I may die be- 
fore reaching the age specified, 
and in that case I will lose what I 
have deposited.” On the contrary, 
the Equitable will guarantee that 
under no circumstances can you 
lose a penny of the money deposit- 
ed. If you die before the time for 
the income to begin, the Equitable 
will return the sum of the deposits 
you have made, paying the money 
to your estate or to any beneficiary 
you may have seen fit to name. 

But at this point you may desire 
an answer to this further question, 
“If I should die after receiving the 
income for only a very short period 
would not a serious loss result?” 
No: the Equitable will again guar- 
antee that if you have received 
less income than the sum of the 
deposits you have made, the differ- 
ence will be returned to your @¢s- 
tate, or to any beneficiary you may 
have seen fit to name. 

Thus, the return cannot in any 
case be less than the sum of the 
deposits you have made; whereas 
if your Hfe is prolonged, your re- 
ceipts will be largely in excess of 
your total deposits. 
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Can You Sell Business Insurance? 


The Prudential “issues a“strong, 
attractive business policy. Many 


agents specialize on 


Tre 


it. 


WE WANT AGENTS 





THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Home Office, NEWARK, N. J. 


Incorporated as a Stock Company by the State of New Jersey 
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A BIG BOOM FOR THE SOUTH 


COTTON GOES ABROAD AGAIN 








No Trouble Now to Get War Insur- 
ance—Representatives of Orient 
Buying Heavily 





During the past week conditions in 
the South have taken a decided brace 
and officers of Southern life insurance 
companies report a decided stimulus 
given business. The first cotton ex- 
ported from this country to Germany 
since the beginning of the war will 
leave Savannah about November 30 on 
the steamer Carolyn for Bremen. About 
December 1 the Greenbrier will sail 
from New Orleans for Bremen. In the 
first week of December the Berwind 
will sail from a southern port either 
for Bremen or Rotterdam. Each vessel 
will carry at least 6,000 bales of cotton 
and all of them are under the American 
flag. 

The Gans Steamship Line, which in 
normal years handles cotton exports in 
large quantities in the shipment of the 
normal 4,000,000 bales of cotton to Ger- 
many and the Continent exclusive of 
France, is in charge of the shipments. 
The line is serving as the agent for 
the American Cotton Line, a name 
which has just been adopted as repre- 
senting an association of cotton ship- 
pers. The price of cotton in German 
ports is said to be between 19 and 21 
cents a pound, against about 7 cents 
here. 

Insurance Now Available 

The chief difficulty in the way of 
shipment of cotton to Germany up to 
this time has been the matter of ob- 
taining war risk insurance. This has 
now been settled. 

John H. Gans of the Gans Steamship 
Line said that the Government war risk 
insurance bureau has agreed to cover 
the ships and cargoes entirely if pri- 
vate insurance is not forthcoming. Mr. 
Gans said that insurance underwriters 
not of British connection have agreed 
to write insurance on the shipments 

Assurance that Great Britain will 
not interfere with the shipments is 
made, said Mr. Gans, in the fact that 
the Norwegian steamer Aurora, which 
left the United States with cotton for 
Germany just before the war started, 
was permitted by the British authori- 
ties at Dover to proceed to Bremen six 
weeks after the declaration of war. 

Japan and China Buying Cotton 

Japanese and Chinese manufacturers 
are buying cotton in San Francisco as 
never before and the quantity they 
seem willing to purchase is measured 
only by the amount of vessel space 
they can engage. Their mills are re- 
ported running to capacity. The price 
they pay, however, is 8 cents per pound, 
while it is estimated that it costs be- 
tween 93% and 95 cents per pound to 
produce cotton. Germany is  under- 
stood to be bidding from 18 to 20 cents, 
with practically no orders being filled, 
and her own stock near the vanishing 
points. 





CONNECTICUT MEETING 

John I. D. Bristol, of the North- 
western Mutual Life, will be the prin- 
cipal speaker at the meeting which 
the Connecticut Life Underwriters’ As- 
sociation will hold on Saturday at the 
Hartford Club. His topic will be 
“How Best to Conduct a Winter Cam- 
paign?” 

Oliver M. Thurston, assistant secre- 
tary of the Phoenix Mutual Life, will 
report on the convention of the Na: 
tional Association held in Cincinnati. 
Dwight G. Holbrook and others will 
talk. 





SERVICE WORTH THE COST 
According to the Equitable Life a 
large number of examinations and 
chemical kidney tests have been made 
and the society already feels that the 
cost which has been incurred in in- 
augurating the plan has been more than 
compensated for by the service that 

it has rendered to policyholders. 


ISSUES NEW LINE OF POLICIES 





Northern Assurance Announcement of 
New Forms and Rates—Com- 
pany in Its Eighth Year 





The Northern Assurance Company 
of Detroit has issued policies and 
rates of forty-two additional forms of 
policies. These are added to the Com- 
pany’s present line. 

The Company is now in its eighth 
year. The new business for the first 
nine months of the year 1914 shows 
that it is writing at the rate of $5,- 
000,000 per annum. The Company has 
about $11,000,000 paid for insurance in 
force; its assets are $783,942; its re- 
serves $641,729. This Company has 
grown rapidly and has a long career 
of prosperity ahead of it. C. L. Ayres 
is president and general manager. 





UNVEIL AETNA BUILDING 





Four More Stories Added to Home 
Office Structure of Hartford 
Companies 





The Aetna Life Insurance Company 
building in Hartford was unveiled this 
week. The event was marked by little 
or no ceremony, although it is near 
unique in the annals of architecture. 
Statues, tablets and monuments usual- 
ly are the only things so honored, and 
few buildings, especially of the size 
of the Aetna Life, are able in later 
years to include such an occasion in 
their history. But the Aetna Life will. 
For months it has been shrouded in 
a veil of scaffolding that has clouded, 
even if it has not hidden, the work 
of erecting four more stories on the 
top of the old edifice. 

And while the exterior of the build- 
ing has assumed its beautified and 
completed form, the interior has also 
been progressing, although it is no- 
where near the final touches, nor will 
it be for at least six months more. 
The eighth floor was finished two 
weeks ago to-day, and is already oc- 
cupied and humming with industry. 





NO DINNER UNTIL HE GETS APP. 





Charles N. Smith, of Northwestern 
Mutual, Illustrates Importance of 
Psychology in Life Insurance 





We hear a lot about psychology 
these days and there are some agents 
who do not believe there is much in 
it. Well, there may not be for them, 
but they are the exceptions. 

A case illustrating the importance of 
psychology is that of Charles N. 
Smith, representing the Northwestern 
Mutual in the Atkinson general agency, 
Brooklyn. William F. Atkinson made 
a speech to a number of agents one 
day in which he emphasized the impor- 
tance of having an object rather than 
soliciting along hit and miss lines. 
Smith, then a new man, was an -in- 
terested listener. After the meeting he 
set his mind to write an apnlication 
every day. He keeps going until he 
gets it. Every afternoon at 5 o’clock 
he telephones his wife that he will or 
will not be home to dinner. It all 
depends whether he has landed the app. 

Of course, some days he is not 
successful but it is not from lack of 
effort. 

When Mr. Smith began his career 
he did not have much material to work 
with, but inside of a year he has paid 
for $180,000 business and has secured 
nine hundred prospects. He keeps a 
card index and a diary, and makes a 
practice of getting all the information 
he can from a man whether he lands 
an application or not. This informa- 
tion, not only includes date of birth 
but, also, whether the prospect has 
any friends who are interested in in- 
surance. Smith calls upon fifteen men 


a day, and he has so far managed to 
meet each with the introductory re- 
mark that he knows a friend. 


THE PENNSYLVANIA COMPANIES 





Had a Total of 544,686 Policies in Force 
at Close of 





The Pennsylvania life companies 
had in force at the close of the year 
1913, a total of 544,686 policies, insur- 
ing $1,257,450,447 as against 506,847 
policies, insuring $1,181,297,553, at the 
close of the year 1912. The number 
of policies issued by Pennsylvania 
companies in 1913, was 90,241, insur- 
ing $192,059,582, and the number of 
policies terminated was 52,402, insur- 
ing $114,905,688. Of these 7,325 poli- 
cies, insuring $18,504,180 were ter- 
minated by death, and maturity; 4,150 
policies, insuring $12,835,292 by expiry; 
10,759 policies, insuring $29,983,267 by 
surrender; 29,846 policies, insuring 
$46,695,836 by lapse, and 322 policies, 
insuring $6,887,113 by change and de- 
crease. 


The total net income of Pennsyl- 
vania life companies in 1913, was $44,- 
310,642.83 as against $42,450,573.48 in 
1912, and a total income from all 
sources of $59,661,612.01 as against a 
total income of $56,597,713.79 in 1912. 
The entire expenditures of these same 
companies in 1913 were $43,705,923.12, 
of which $31,108,967.50 was paid to 
policyholders or their beneficiaries. In 
1912 the entire expenditures were $40,- 
919,042.39, and policyholders received 
$30,079,543.37. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 
am Seen issued shows the Company to 
e¢ in splendid condition in every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is arent 
that the Company is efficiently me 4 
its claims under its policies promptly 
settled and its policyholders treated 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
oe than in 1909 and the insurance in 
lorce having increased from $92,532,533 in 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











Insurance in Force 


$10,644,428 


LIFE HEALTH AND 





THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 


“A Company better otherwise than simply age and money size.”’ 


Began business October, 1907, and on January Ist, 1914 had 
Admitted Assets 
$808,528.64 
Ample financial backing, free annual physical examination of policyholders, 

liberal policies and agency contracts. 
Open territory in Ohio, West Virginia and Michigan 
ACCIDENT 


Surplus to Policyholders 
$301,317.25 


INSURANCE 











Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


See what we have to offer. 


For particulars, address 


Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 


C. H. JACKSON, Supt. of Agencies 











Bankers Life Company 


DES MOINES, IOWA 


ORGANIZED 1879 





Insurance Issued and Restored 1913 (Paid-for) 
$60,907,000.00 


Increase in Admitted Assets For Year 


$2,630,411.43 


ERNEST E. CLARK 





: President 
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15% INCREASE IN NEW YORK 


GAIN REPORTED BY COMPANIES 








Producers Talk at Underwriters Asso- 
ciation Lunch—Debate Over Term 
Insurance a Feature 





The “Go Out and Hustle; Forget the 
War” noon day meeting of the Life Un- 
derwriters Association of New York on 
Tuesday was made all the more inter- 
esting by reason of the fact that 
several new men in the business spoke. 
Speeches were limited to five minutes 
and the speakers were producers who 
had made good. 

No War With Wilson in the Saddle 

The meeting was opened by a talk 
from Congressman Goulden, of the 
Penn Mutual, who paid a tribute to 
President Wilson, saying that he would 
go down in history as the greatest 
President of the past sixty years since 
Lincoln, and that as long as he was 
ir the White House the country could 
rest assured that it would not be em- 
broiled in the European war. He 
thought that if it had not been for 
President Wilson we would be fighting 
with Mexico. 

Julian S. Myrick, president of the 
association, said that he had made a 
canvass of twenty-four companies and 
general agencies and found that there 
was a 15 per cent. net gain in Greater 
New York business for the first ten 
months of 1914 over the same_ period 
last year. He introduced Alexander 
Dumas, Jr., of the New York Life, as 
a successful young producer. Mr. 
Dumas started what proved to be an 
interesting discussion on term insur- 
ance. He thought that in times of 
business depression it was good insur- 
ance to write. It was not hard to 
close, and after a few years the in- 
sured could be turned to some other 
form of insurance. 


Forget the War Says Max Reinboth 

Max Reinboth, manager of the down- 
town department of the Germania, dis- 
agreed with Mr. Dumas. He thought 
that the aim of insurance is to pro- 
tect the family and he did not think 
that term insurance offered such good 
protection as other kinds. He thought 
that the agent should know how much 
a man can afford to pay and then 
take out a policy to fit the case. He 
said that the best way to sell insur- 
ance was first to make up one’s mind 
to do it and then go out and deliver 
the goods. “If you have your mind on 
the war you can’t have your mind on 
insurance,” he said. “So forget the 
war.” 

Abner Brown, of the Mutual Benefit, 
says that one good way not to write 
insurance in these times is to read the 
extras so conscientiously that there is 
no time for more important things. 
There are many reasons why a man 
should buy life insurance in these 
times and by hustling in the field an 
agent can pretty soon find out what 
those reasons are. 

Sydney S. Landau, of the New York 
Life, said that he had been in life in- 
surance only since May and he found 
that be seeing eight or ten men a day 
he was bound to land some of them. 
He went after men who got good salar- 
ies, because they are often neglected 
by agents. 


Criticises Term Insurance 


General Agent Tunmore, of the 
Provident Life & Trust, discussed the 
importance of the reserve banks and 
the impetus they gave the business 
world. In discussing term insurance 
he thought that it was like paying rent 
when one could just as easily buy a 
house. He thought the man who had 
the proper regard for his wife and 
family would not buy term insurance. 

R. M. Simons, of the Home Life 
jumped to the defense of Mr. Dumas 
and said that term insurance had its 
purpose and often was desirable to 
write. While temporarily a stop gap 
when the time came to switch to other 


insurance it was easy for the agent to 
make the transfer. 
Recommends Business Insurance 

Perez Huff suggested that agents go 
out now and try and write business in- 
surance. He said that the grocer, the 
butcher—any business man was a good 
prospect for business insurance and it 
had not been overworked. 





THE BRILLIANT MAN 





He is Often a Less Desirable Agent 
Than the Plugger—Reason 
Why 





The average general agent would 
much rather have producers who can 
write a certain amount each month 
than the more brilliant writer who 
is erratic. There are Many men 
in the field who go after big policies, 
write a $25,000 or a $50,000 case, and 
then quit for a time. When the mood 
again strikes them they go out and 
write another large one. Sometimes it 
is a mighty long time between policies 
and at the end of the year it generally 
is found that the fellow who can con- 
sistently turn in small policies has the 
better record. 

Another bad feature of the erratic 
man is that he tends to demoralize an 
office. After he has made a killing he 
does so much boasting and loafing that 
it has a bad effect on his associates. 
Frequently, he expresses a contempt 
for the small policy. He would not 
think of wasting time trying to write 
a stenographer or clerk. And yet, the 
very agents who regard the _ stenog- 
rapher, clerk and small merchant as 
worth trying for beat out the other 
fellows so often that they should 
awaken to the fact that the only way 
to win as a producer is not to miss a 
trick of any kind. 


TOO MANY INTERVIEWS 





J. E. Horton, a Bankers’ Life Leader, 
Profits By Experience, Preaches 
System 





“Since entering the life insurance 
game I found that I made too many 
interviews for the number of applicants 
closed,” said J. E. Horton, of Tacoma, 
a leader with the Bankers Life of Des 
Moines. “After studying my canvass 
and picking out its weak points | have 
tried to make my selling talk like a 
siege gun and believe I have in a meas- 
ure succeeded, but have to thank the 
Company for its splendid record and 
forceful literature—the best tools an 
agent can ask for, providing he is will- 
ing to work instead of pretending to 
work at selling life insurance. I read 
every good article I can get hold of on 
the selling end of life insurance, mark 
the points that appeal to me and read 
and reread them, let the good ideas 
sink in, and am constantly better equip- 
ping myself to close a greater propor- 
tion of interviews, which means greater 
efficiency. I think that efficiency is the 
difference between fitness and unfitness 
—between knowing your business and 
guessing at it—between success and 
failure. A good point for us all to re- 
member—there is. a_ close relation 
between efficiency and compensation. 
Efficiency is not only protection against 
to-morrow—but we can cash it in to- 
day—it is a quick asset.” 





NO GROUP INSURANCE CHANGE 

Asked about a report current in New 
York that the Connecticut General Life 
had stopped writing group insurance 
J. M. Laird, assistant actuary, said to 
The Eastern Underwriter this week: 

“We are still writing group insur- 
ance, but somé of our agents prefer 
not to handle it as they believe that 
their time can be more profitably 
spent soliciting insurance on _indi- 
viduals.” 





The People’s Coupon Life Insurance 
Company has been incorporated in 
Baltimore with an authorized capital 
of $1,000,000. 














Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 








| The great strength, big dividends and incom- 
parable benefits of the ‘‘ oldest company in America’ 
mean certain success for you. 





GEORGE T. DEXTER, 2d Vice-President 


For Terms to Froducing Agents, Address | 
| | 
| 34 NASSAU STREET, NEW YORK, N. Y. 
| 














A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 


Pittsburgh, Pa. 


W. C. BALDWIN, 
President 


You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 


HOWARD 8S. SUTPHEN, 
Director of Agencies 














Life Insurance and Texas 


Texas has more than ~~ million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number in 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 














Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions Attractive literature 
W. D. Wyman, President W. S. Weld, Supt. of Agencies 

















Warm Personal Interest 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher suceess in that atmosphere. 


Write to 


The Fidelity Mutual Life 


Insurance Company 
PHILADELPHIA, PA. 





WALTER LeMAR TALBOT, President 
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MRS. FREMAN DAY’S EXPERIENCE 





An Interesting Article on the Femin- 
ine Personality in Life Insur- 
ance by an Equitable Woman 





Mrs. Freman Day, of the Equitable 
Life Assurance Society, made $5,000 
during her first year soliciting life in- 
surance. She tells her experiences and 
gives advice to other women agents in 
the current issue of The Delineator. In 
part she says: 

“I sold my first policy to a friend, 
from him secured letters of introduction 
to other business men, and from them 
obtained more letters. In this way was 
started a round robin of ‘prospects’ 
which has never been entirely worked 
out. 

How to Dress 

“In regard to the best attitude one 
can assume when soliciting insurance 
let me say, speaking from experience, 
‘Be just “plain girl.” ’ Although at the 
start I wished to be treated as any 
other agent, man or woman, who ac- 
cording to tradition takes his life in 
his hands when he enters an office to 
sell insurance, I soon learned to be 
thankful for any little attention to 
which my ‘prospects’ seemed to con- 
sider me entitled. 

“There is, of course, considerable 
study connected with selling insurance, 
but the larger part of one’s knowledge 
comes through the experience of meet- 
ing and talking with one’s clients. Let 
me emphasize one essential point right 
here: It is impossible for a girl so- 
liciting life insurance to be too neat in 
appearance. One looks best and feels at 
one’s best in a trim, well-tailored suit, 
an attractive, not too conspicuous hat, 
and a pair of comfortable shoes. 

“In my judgment, the essential thing 
is to present a smart appearance, abso- 
lutely avoiding anything a man might 
criticize. There is a danger of develop- 
ing a frigid reserve; a manner which 
implies that you anticipate trouble. In- 
stead, make your ‘prospects’ believe 
that you are so engrossed in your work 
that, although you leave a feminine im- 
pression, it is only a vague one, abso- 
lutely impersonal and entirely free 
from self-consciousness. 

Afraid of Office-Boys 

“At the outset I found that it was 
necessary for me to muster all the 
courage I possessed before I could, with 
any degree of calmness, approach the 
office-boy and send in my ecard. This 
nervousness will pass away in time, but 
even to-day I believe that I am more 
afraid of office-boys than I am of any 
other living thing. Their powers of 
‘open sesame’ to the inner office are 
really awe-inspiring. Once you have 
won their devotion, however, they will 
risk their positions and will even 
chance physical violence to secure you 
an interview. 

“Every policy sold means a certain 
percentage to you, a generous one, by 
the way; and the same policy if it re- 
news next year—as all of mine have 
done, I am really proud to say—means 
another percentage of commission for 
you. In New York, in 1913, I actually 
cleared five thousand dollars writing in- 
surance. I was lucky, there is no doubt 
about that. Yet it is possible to gain a 
larger clientele in a city of this size, 
and even in the smaller towns contracts 
can be secured with representative 
companies and any girl with spirit and 
willingness to work can make more 
than a comfortable living. I feel ab- 
solutely sure of this. Insurance is a 
matter of education. It really makes 
little difference how many are in the 
field; in fact, the more the better, for, 
although I am trying to avoid in writ- 
ing this a too blatant advertising of in- 
surance in general, it really nowadays 
amounts to almost a crime of negli- 
gence not to carry a reasonable amount. 
You, the girl agent of your town, pro- 
vided you prove that you know your 
contract and are in a way familiar with 
insurance, will be an innovation. 

P Importance of the Exit 

Personally I consider an exit from 





an office as important as, if not more 
important than, your first approach. 
When you feel that you have been talk- 
ing long enough and your ‘prospect’ 
shows signs of getting bored, get out 
into the open air. It will clarify things 
wonderfully and make a second call 
possible. 

“One seldom sells a policy at the first 
interview; it generally takes at least 
two. 

“If you are even mildly interested in 
the profession of selling life insurance, 
you have only to write to me for fur- 
ther information. It will be a genuine 
pleasure to give you the benefit of my 
own experience, which was as novel 
and interesting as it was materially 
productive.” 





LIFE PRESIDENTS’ PROGRAM 





J. B. Lunger to Discuss Safety First; 
Arthur Hunter, R. W. Stevens 
and other Speakers 





The program of the Association of 
Life Insurance Presidents for the 
eighth annual meeting at the Hotel 
Astor, New York, December 10 and 11 
follows: 

“Relation of Life Insurance to the 
Credit Fabric of Business,” A. Barton 
Hepburn, chairman of board of direc- 
tors, Chase National Bank, New York. 

“Response of Our Educational Institu- 
tions to Present-Day Business Needs,” 
John H. Finley, LL. D., State Commis- 
sioner of Education, Albany, N. Y. 

“The Increasing Need for Insurance 
of Women,” Herbert C. Cox, president 
Canada Life Assurance Co., Toronto, 
Ont. 

“In re Prevention of Verdict before 
Trial in Life Insurance Cases,” W. H. 
Davis, general counsel Pacific Mutual 
Life Insurance Company, Los Angeles. 

“Safety First in Life Insurance,” 
John B. Lunger, vice-president Equit- 
able Life Assurance Society. 

“The Insurance Department as an 
Educating Force,” J. S. Darst, president 
National Convention of Insurance Com- 
missioners, Charleston, W. Va. 

“Some Observations on Supervision,” 
Frank Hasbrouck, Superintendent of 
Insurance, N. Y. 

“The Relation of Sanitary Engineer- 
ing Works to Public Health,” Rudolph 
Hering, sanitary and water supply en- 
gineer, New York. 

“Live a Little Longer—The Rochester 
Plan,” Miss M. E. Bingeman, Rochester, 
mm: Be 

“Can Insurance Experience be Ap 
plied to Lengthen Life?” Arthur 
Hunter, actuary New York Life Insur- 
ance Co., New York. 

Fireside Campaigning 

R. W. Stevens, vice-president Illinois 
Life Insurance Co., Chicago, will make 
the opening address. Following Mr. 
Stevens’ address there will be a gen- 
eral discussion on the subject of “Fire- 
side Campaigning,” Every member 
and guest is urged to come prepared 
to say something on this vital subject, 
if only to speak for two or three 
minutes. There will be a limit of six 
minutes for each participant, so that 
time may be provided for every one 
who brings a message. 

WHAT'S IN A NAME 

A Lot, if Properly Cultivated, Minor 
Morton Discovers in 
Unique Fashion 





Here is a good tip to agents named 
Jones, Robinson, Smith, Rosenthal, 
Weil, Levy, Jackson and other cogno- 
mens borne by thousands of people: 

Minor Morton, a Metropolitan agency 
manager of the Equitable Life Assur- 
ance Society, recently conceived the 
idea of sending a personal letter to 
various members of the Morton clan 
in New York city, asking an interview 
and stating that the spirit of noblesse 
oblige, which he inherited in common 
with all Mortons, would preclude all 
possibility of importunity. To these 
communications he received gratifying 
responses and closed several cases. 





CALL ON COMPTON 









CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





S—misiat 


LiFE INSURANCE COM 
or SetTs 


BCSTON MASSACHU 
220 BROADWAY 
PHONE 6030-6031 CORTLAND 





NOLGUWOD NO TIvD 








CALL 


ON COMPTON 
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Assets over One Million. 
(average One Million a month). 


Important orfen territory. 


The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 
Business received first eight months, 1913, over Eight Million 


We want a capable general agent for vacant office. 











“The Company of the South” 





his section. 


are liberal and easily sold. 





Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 


Some excellent territory open for high-class personal producers, Attractive 
contracts to right parties. Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 








CONTINUOUS MONTHLY INCOME 





Such a Policy Should Interest Small as 
Well as Large In- 
surers. 





The Missouri State Life is featuring 
its continuous monthly income policy. 
The Company makes the following argu- 
ment in favor of this contract: 

What man is there who has ever 
invested any money, who has not 
lost money through investments? 
If the man of the family, who has 
been trained in business and the 
matter of investment loses money 
through his investments, can be ex- 
pect that his wife or children, who 
have had no experience in business 
matters can invest the money left 
by him, either by a life insurance 
policy or otherwise in a lump sum, 
without making losses? 

A man who leaves a Continuous 
Monthly Income Policy can know 
that no matter what losses his wife 
or children may make in invest- 
ments, no matter what troubles or 
panics there may be in the busi- 
ness world, his family will receive 
each month a fixed certain income. 

One reason we believe why this 
policy is not more freely sold by 
some agents is because you think 
this policy will appeal and is 
adaptable only to the man who can 
carry a large line of insurance. 
This is not true. An income of $10 
to $20 per month is of as much 
value and as necessary to the 
family of a man who can afford to 
carry from $1,000 to $5,000 of in- 
surance as is an income of $50 to 
$109 per month to a man who can 
carry $25,000 to $50,000 of insur- 
ance. An income of even $10 per 
month would help to pay rent or to 
keep the “wolf from the door.” 





GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 























November 27, 1914, 








HARD WORDS FOR QUITTER 


CENSURED BY MINNESOTA 





MAN 





Men Who Constantly Change Compa- 
nies are Rebuked by C. M. Odell, 
Northwestern National 





“Of all the simpletons in the field of 
life insurance endeavor, the biggest is 
the agent who keeps changing compa- 
nies,” says C. M. Odell, State agent in 
Minnesota of the Northwestern Na- 
tional. “He’s a kind of first cousin to 
the policyholder who lapses his insur- 
ance and starts all over again at an 
advanced rate. It is safe to say that 
there are fully ten resignations con- 
stantly occurring in the life insurance 
agency ranks, to one in any other line 
of human activity. 

“We are all acquainted with the suc- 
cessful agent who has reached middle 
life, and during the fifteen, twenty or 
twenty-five years of his life insurance 
work has represented half a dozen or 
more different companies. In each in- 
stance he freely offers advice to the 
young men of the business to ‘stay 
put,’ with the comment that he would 
have been much better off if he had 
remained continuously during all those 
years with the first company he worked 
for. He says that he has made his 
last change; he will now remain with 
his last connection to the end of his 
days. The question is, ‘Will he do it?’ 
Old habits are always robust, and the 
same forces that made him quit before, 
are still working. What are some of 
these forces? Why will he in all prob- 
ability jump .overboard before two 
more years have elapsed? The prin- 
ciples are not hard to uncover. 

“lst. The gangways of the life in- 
surance ship are always greased and 
slippery. In no other business is there 
such a scarcity of really competent 
men, and our friend, being a success- 
ful writer, is besieged by companies 
which range from the old and conserva- 
tive standard who believe in giving the 
policyholder the most possible. for his 
money, to some of the modern, up-to 
date variety, who think that if the 
agent is properly taken care of the 
policyholder will be forthcoming by 
reason of the agent’s eloquence, and 
the Lord Almighty will in some man- 
ner provide a favorable mortality, low 
net cost, and stability for the policy- 
holder. 

“2nd. But this first peril which I 
have mentioned is in nO way cOmpar- 
able to another one which will upset 
him when he has successfully resisted 
them all. The real hazard, the tough 
sand bunker in the life insurance golf 
course, is the medical director. Of all 
the asinine and ill qualified medical 
men he has ever known in an experi- 
ence of twenty-five long years, none 
compare in real stupidity to the one 
which has just found albumin in his 
perfectly good $10,000 applicant. The 
applicant’s family doctor has just ex- 
amined him and pronounced him sound 
to the core. A consultation of family 
doctors equipped with all manner of 
acids and test tubes has confirmed the 
diagnosis, and while the aforesaid medi- 
cal director is earnestly engaged in 
testing more samples, the applicant 
applies to a rival company, and—the 
last straw—is promptly accepted. 
Goodby, resolutions! Resolutions are 
not adapted to a situation like this. 

“Then our agent has a couple of bad 
months, and he wonders if he could 
not do better with some other com- 
pany. Distant fields look green to him; 
he hears theat lie insurance is much 
easier to write in some other State, 
and that some other medical depart- 
ments are more liberal; he thinks of 
joining the Restless Club, whose motto 
is ‘Anywhere but where we are.’ 
These thoughts running through his 
mind interfere with his best efforts 
and he is confirmed in his discontent 
by having another bad month. He has 
no capital invested in a plant or in 
merchandise. He is free to do as he 
pleases. If our friend’s besetting sin 
is ‘big-headedness,’ then he is im- 


perilled in his resolve by success more 
than by failure. He being one of the 
leaders, gets the idea that there are 
certain departments in the company 
which should have the assistance of his 
advice, and when this advice is not re- 
ceived in a spirit of proper thankful- 
ness, he feels that the company does 
not appreciate his efforts, and a trip 
down the skids looks attractive and 
easy to negotiate. So our ‘quitter’ 
agent succumbs to the wiles from with- 
out or to the devil within (medical di- 
rector aforesaid), and two weeks later 
the insurance press announces that the 
R. S. V. P. Insurance Company of Ho. 
boken has just been fortunate in secur- 
ing the services of our friend agent, a 
man of large ability and lifelong ex- 
perience. 





WILL INCREASE ITS DIVIDENDS 





Northwestern National Life’s Announce- 
ment—$50,000 Life Policy on 
Pillsbury President 





Northwestern National Life antici- 
pates that owing to the very favorable 
experience in the past year, they will 
shortly be able to announce a good in- 
crease in dividends for the coming 
year. 

C. M. Odell, Minnesota State agent 
for Northwestern Life Insurance Com- 
pany, has just scored a signal victory, 
winning against a large field of com- 
petitors, by placing with A. C. Loring, 
president of the Pillsbury Flour Mills 
Company of Minneapolis, a $50,000 
whole life policy. Mr. Loring is one 
of the most heavily insured men of 
the Northwest, carrying a large line 
for the Pillsbury Flour Mills, as well 
as for family protection. 

Northwestern National Life an- 
nounces excellent conditions throughout 
its territory, particularly throughout 
the Northwest, which, rather than being 
adversely affected by the war, is giving 
them a considerable increase in busi- 
ness over last year. October business 
in “1914 showed a 48 per cent. increase 
over October, 1913, following the month 
of September which showed a 50 per 
cent. increase over September, 1913. 





MORTALITY BY SECTIONS 





Interesting Groupings in Prudential’s 
Exhibit—Heavy Death Toll of 
Tuberculosis 





The Eastern Underwriter last week 
printed a preliminary story of the re- 
markable exhibit that The Prudential 
will have at the Panama-Pacific Ex- 
position. Part of the exhibit was ship- 
ped last week. Some of it stidl re- 
mains in Newark. An examination of 
the charts showing mortality from 
principal causes during 1907-1912 shows 
a particularly heavy death toll claimed 
by tuberculosis. The rate per thou- 
sand for different sections follows: 

New England and Middle Atlantic 
States: Tuberculosis, 16.5; pneumonia, 
16.1; heart’ disease, 14.9; violence, 11; 


infantile diarrhoea, 10.3; apoplexy, 
8.7; cancer, 7.8. 
Pacific Coast States: Tuberculosis, 


17.4; violence, 13.8; heart disease, 13.8; 
pneumonia, 9; Bright’s disease, 7.7; 
apoplexy, 6.1; infantile diarrhoea, 3.6. 

Mountain States: Tuberculosis, 18; 
violence, 14; pneumonia, 12.6; heart 
disease, 7.2; infantile diarrhoea, 5.5; 
cancer, 5.1; apoplexy, 4.1. 

(North Central States: Tuberculosis, 
14.4; heart disease, 12.5; pneumonia, 
11.5; violence, 9.9; Bright’s disease, 
8.1; infantile diarrhoea, 7.2; cancer, 
7.1; apoplexy, 6. 4. 





STAYMAN SUCCEEDS BELLIS 

The Reserve Loan Life of Indian. 
apolis announces the election of G. I. 
Stayman as_ secretary-treasurer to 
succeed the late William K. Bellis. Mr. 
Stayman has been associated with the 
Company for thirteen years and for 
sometime he was assistant to Mr. 
Bellis. He has an unusual knowledge 
of life insurance conditions, having at 
one time served as actuary of the Com- 
pany. 





J. H. Mcintosh, L. F. Robinson and 
Alfred Hurrell Will Address 
Counsel Association 





The Ass0ciation of Life Insurance 
Counsel, which is to hold its annual 
meeting at the Metropolitan Life insur- 
ance Company Building, on December 
¥, will have an interesting program of 
speakers. 

James H. Mcintosh, general counsel 
for the New York Life; Lucius F. Rob- 
inson, general counsel of the Connecti- 
cut Mutual Life; Alfred Hurrell, attor- 
hey tor the Association of Life Insur- 
ance Presidents, and others will make 
addresses. 

The week of December 7 
one of extreme interest and impor- 
tance in the insurance world. There 
are a number of conferences and meet- 
ings which will draw insurance men to 
New York city trom all parts of the 
country. 


is to be 





FOURTH OF JULY WEEK 





Philadelphia Life’s Suggestion of An- 
nual Agency Meetings Around Day 
of independence 





The Philadelphia Life Insurance Com- 
pany has made a suggestion that the 
Pennsylvania life companies aid the 
proposal to make Independence Day an 
annual event in Philadelphia, with. the 
President of the United States as chief 
orator each year. 

The Company believes that this move 
can be helped along if the annual 
agency Meetings of the Pennsylvania 
companies be held in Philadelphia dur- 
ing the week in which the Fourth of 
July recurs. Continuing the Company 
argues: 

“To the average American 
phia is intensely interesting. 
has never been here, or has 
seen the historical city and its envir- 
ons, always hopes to come here, or 
having been to return. While the old 
Bell and the memory of the Declara- 
tion remain, Philadelphia will continue 
close to the hearts of Americans every- 
where. 

“Don’t you think that agency con- 
tests, with expense-paid trips to the 
Philadelphia Fourth of July agency con- 
ventions as incentives, would prove 
very attractive to field men and profit- 
able to their companies? It would cer- 
tainly help to establish the Independ- 
ence Day National Celebration here.” 


Philadel- 
One who 
only half 





NIAGARA LIFE’S CAPITAL 





Sum of $50,000 Added to Present 
Figures—Surplus Increased by 


Addition of $42,080 





The increase in capital of the Niagara 
Life of Buffalo from $100,000 to $150,- 
000 has just been made and the New 
York Insurance Department has com- 
pleted its report of the examination of 
the Company in connection with this 
addition to its funds. 

Of the shares sold, 236 were paid for 
at the rate of $200 per share and 264 
shares sold for $170, per share. The 
alount paid in to surplus account was 
$42,080. 


G. L. Brust, Western Pennsylvania 
manager of the Manhattan Life, has 
appointed H. R. Knestrick of Washing- 
ton, Pa., as a district manager. 





THE 


First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
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Has good openings for 
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locations for experienced and 
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UNEXCELLED IN 
Favorable Mortality 


—AND— 


Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 








“The treatment of policy-hok 
and claims have been promptly 
that the Company enjoys the ec 





Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, July 2, 1912 
“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 


a confidence apparently well deserved.” 


iers has been fair and equitable 
paid. Evidences are not lacking 
ynfidence of the insuring public, 
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Live Hints F or Business Geiters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











Frequently a life in- 
Don’t Be surance agent will 
Frightened not tackle the case 
by Big Names of a famous man be- 
cause he thinks that 
he is already insured and that his ex- 
alted position has drawn to him a great 
many agents who have presented their 
propositions. But you never can tell 
antil you try. The best paid literary 
man in America, a man with an income 
ot more than $50,000 a year, known to 
every magazine and book reader, the 
father of several children, reached the 
age of forty-five without carrying in- 
surance. Why? Well, he had never 
seriously considered the proposition. A 
short time ago he was insured by a 
wide-awake agent who thought he’d 
take a chance. The literary man heard 
the argument presented and signed an 
application, saying that he had never 
been properly approached, and express- 
ing his regret that he had not carried 
insurance before. 


o * * 
Every life insur- 
Case of ance Man _. has 
Endowment written a great 


Again Presented many explanations 
of endowment in- 
surance in the course of his career, but 
the following summing up of argu- 
ments for this kind of insurance, which 
has just been sent out by the New 
York Life presents the case in an un- 
usually effective manner and is worthy 
of reproduction: 

The endowment policy protects the 
dependents of the insured during the 
endowment period and provides a com- 
petence for the insured himself at the 
end of the period. The endowment af- 
fords the young man, or man of middle 
age, the safest and most systematic 
method of saving. 

Few men will save anything by hap- 
hazard methods. The endowment 
policy, by requiring the systematic de- 
posit of specified sums during a period 
of years, is the sure way and the safe 
way to save. 

Without doubt, a man might deposit 
a specified sum at compound interest 
in a savings bank each year during, 
say, 20 years, and thus accumulate a 
handsome sum by the end of the 
period, but, without doubt, no man ever 
does. One may make stated deposits 
for a year or two, but, sooner or later, 
he will withdraw the amount for some 
purpose or other, and nine out of ten 
—it’s only human nature—will have 
nothing to show for their good inten- 
tions at the end of 20 years. 

Not so with endowment insurance. If 
the insured dies while accumulating his 
funds in the bank, his family will re- 
ceive the balance of his savings, if any- 
thing, with interest, and that is all. 
Under an endowment policy they would 
receive at once the full amount of the 
fund which he set out originally to 


accumulate. It covers the situation as 
nothing else can do. 
= a o 
A clever writer in 
Sound “Nacom” offers the 
Life Insurance following pithy  say- 
Talk ings: A wife left 


penniless will consider 
her marriage the booby prize in life’s 
lottery. 

“In the midst of life we are in 
death.” See to it that at the end of 
life you are not in debt. 

If you are insured, your wife will 
not have to shake the baby’s bank to 
pay for car-fare. 

Death is the king of terrors. But 
with your premium paid up, you are 
willing to go or stay and people who 
are willing to go or stay, stay quite 
a while. 

We cannot turn water into wine, 


kerosene into oyster-soup and bould- 
ers into bread by passing resolutions. 
Take out that policy while you have 
a chance. 

If you want widows and children to 
plant thyme and mignonette around 
your tomb-stone, make it possible for 
them to do so without going in debt 
to the florist. 

The man who refuses to get his life 
insured because he has perfect health 
reminds us of the chauffeur who, to 
prove that his car was a good hill- 
climber, tried a telephone pole. 

* * * 


Life insurance execu- 
Effect tives are always inter- 
of ested in knowing how 
Conventions deep is the impression 
carried away from an 
agency convention by the agents who 
attend. The Equitable has received the 
following letter from an agent who at- 
tended a recent convention held by the 
Society, which is worth re-printing: 
“I carried <ssurance and optimism 
away that I didn’t have before. You 
know, when a fellow goes into this 
busihess without capital or experience 
he is pretty apt to think only of com- 
missions; but the question, ‘How 
many applications did you get this 
week’ is not the main thing, after all. 
But if an agent has imagination, and 
can see down the years, the results of 
his work in homes protected from want 
and suffering, not homes of strangers 
but of his friends; if, in short, he can 
get the vision and have that ever be- 
fore him, aS you men who have been 
long in the service seem to have it, 
then he can go out with the convic- 
tion of the service he is rendering 
planted deep in his heart and not get 
applications merely, but protect homes 
and relieve distress; and with that 
thought always before him the material 
success would cOme unbidden. I have 
thought that if we who are new in the 
business had more to do with the set- 
tling of death claims we would get the 
idea of what our work meant more 
quickly. This, I think, is the idea I 
carried away from the convention.” 
. * = 


In canvassing for ordi- 
Nary insurance, agents 
sometimes waste their 
time and work through 
interviewing people 
under adverse conditions. This is due 
to the fact that they have not made 
a study of the prospect before calling 
wpon him and knowing the most ex- 
pedient hour to meet him and the 
probable best kind of contract to put 
before him. 


Approach 
With an Air 
of Confidence 


“The prospect should always be ap- 
proached with an air of confidence that 
comes from a thorough belief in your 


company and in the contracts you are 
selling,” says The Prudential Record. 
“The moment a (prospect consents to 
listen to your proposition, you should 
have your mind concentrated on him 
and the line of talk you are going to 
give him. Ask him his age and lay 
down a form of policy that you believe 
is suitable to his particular case. He 
may respond or may remain silent. In 
the case of the latter say, ‘Mr. Jones, 
if you took out a policy, how much 
would you take?’ He may answer that 
he is undecided as to what amount to 
carry, and that is the time to get his 
signature on the dotted line; you can 
talk amount afterward. If you have 
previously studied your prospect, you 
ought to be in a position to know about 
the amount of insurance he could and 
should carry, and thus secure the maxi- 
mum policy.” 


“WHAT THE EQUITABLE 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 


While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
of insurers. 
address on request. 


The Equitable 


Life Assurance Society 


OFFERS” 


A copy will be sent to any 


of the United States 
165 Broadway, New York 


W. A. DAY, President 
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FINANCE 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 
Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 
mission, a renewal interest insuring an income for the future. Ad 
Office, 277 Broadway. New York City. 


CLARENCE H. KELSEY, Pres. Title Guarantee and Trust Co. 
COMMITTEE (WILLIAM H. PORTER, Banker 
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Company at ite Home 
JOHN P. MUNN, M. D., President 


EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 











Reserve Loan Life 


General Agents Wanted for Territory in Pennsylvania 


INDIANAPOLIS, INDIANA 








45 1914 
1915 


25 1914 
1915 
35 1914 
1915 
45 1914 
1915 
55 1914 
1915 


The Atlantic 


Powell & Neas, Johnson City, Tenn., 
general agents for that State. 


The Life Underwriters’ Association 
of Louisiana will continue its series 
of lectures at Tulane University. 


MUTUAL BENEFIT DIVIDEND 


(Continued from page 2.) 


10.08 12.27 14.84 16.89 
11.69 13.88 16.27 18.14 
Endowment 20 
10.86 14.70 
11.97 15.81 éatine 966 0 
11.96 15.69 re ere 
13.29 17.02 gabe eawne 
13.64 16.96 
15.39 18.71 
17.22 19.40 
19.80 21.98 


The Wabash Life of Danville, IIl., 
has been merged with the Central 
States Life of St. Louis. 


has appointed 





The Los Angeles Life Underwriters 
Association is making an active cam- 
paign against twisting. 
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UNINSURED HARDEST CASES 


SOME POINTERS ON PROSPECTS 








Forbes Lindsay Tells What Qualifica- 
tions to Look For—Connections 
Are Valuable 





Securing prospects is the subject ofa 
most instructive article in the Novem- 
ber issue of the Pacific Mutual “News.” 
It is from the pen of Forbes Lindsay 
who is one of the ablest writers on in- 
surance subects connected with a life 
insurance company to-day. 

Mr. Lindsay’s ideas come from a wide 
observance of field connections and are 
most practical. Following is the article: 


Before touching on specific methods * 


of securing prospects I will summarize 
the general conditions which should 
characterize men whom we seek to 
insure. 

1. Married men and widowers are 
more favorable prospects, as a rule, 
than men who have not been married, 
and this regardless of age. 

2. Men of permanent occupation, 
with good salaries or in independent 
business of a stable character, are the 
most desirable prospects. Those whose 
positions are uncertain, whose business 
is speculative, or whose incomes are 
derived from commissions, will gener- 
ally be adverse to assuming fixed and 
continuous obligations, or, which is 
worse, will lightly incur obligations 
with little likelihood of meeting them. 

3. The health of the prospect is, of 
course, a matter of the utmost conse- 
quence. A little thoughtful observation 
and tactful inquiry at the outset may 
save a great deal of time and trouble. 

Age is Important 

4. Age is an important considera- 
tion. Beginners are apt to think that 
young men are the best prospects. 
This is a mistake. The chances of 
success will be greater with men who 
have business and domestic liabilities 
to protect, men who have reached ma- 
ture age and have been successful. The 
most promising prospects are to be 
found among men between forty and 
sixty years of age. 

5. The inexperienced agent unwit- 
tingly pits himself against the most dif- 
ficult cases by seeking men who are un- 
insured. Much more likely prospects 
are to be met among men who have 
shown their appreciation of life insur- 
ance by taking substantial amounts of it. 

6. Connection is a valuable factor. 
The securing of an application depends 
upon the creation of confidence which 
it may be difficult to effect in the case 
of an entire stranger. Look for pros- 
pects among your acquaintances, or 
among men who are known to your 
friends or policyholders. When you 
have lived in a community for a few 
years it should be possible to estab- 
lish some kind of link or connection 
between yourself and most of the pros- 
pects whom you approach. 

There is such an abundance of pros- 
pects from which to make choice that 
you can well afford to exercise intelli- 
gent discrimination in your decisions. 
By applying these six tests to every 
name that you take under considera- 
tion you can discard and accept with 
good judgment. A few weeks practice 
in this method of gauging possibilities 
will reduce it to a habit, the mainten- 
ance of which must save you a great 
deal of valuable time and keep you 
working in much more profitable chan- 
nels than you could find by haphazard 
pursuit of prospects. 

A Few Best Methods 

Of the numerous methods of secur- 
ing prospects we can consider but a 
few of the best. 

There is no more effective medium 
than your policyholders. If, when you 
deliver a policy, you make it clear to 
your client that the company pays com- 
mission in consideration of your writ- 
ing the business and looking after it 
as long as it remains in force, he will 
be prepared for your later calls and 


will credit you with having his inter- 
est at heart. Under the circumstances 
it will generally require no more than 
a hint to induce him to give you a few 
introductions to his friends. 

Whenever you write an application 
through such means call at once on 
your policyholder and thank him for 
his aid. While fulfilling the demands 
of common courtesy you will also be 
advancing your interests. In the nature 
of things your client will derive self- 


_ Satisfaction from having promoted your 


success and will endeavor to repeat 
the experience. Policyholders fre- 
quently become enthusiastically active 
in helping agents when the latter take 
tactful advantage of the relationship. 

The “straight canvass” is an excel- 
lent way of obtaining prospects for the 
agent who is energetic, self-possessed, 
nimble witted and ready of speech. 
The chapter on “The Approach” in 
“The Psychology of a Sale,” contains 
some suggestions on conducting this 
kind of canvass. The man who is 
adapted to “raw soliciting,” as it is 
sometimes called, will average one live 
prospect, at least, for every hour’s work 
and in three days will have accumu- 
lated fifteen or twenty. As the atti- 
tude and tactics suitable to this sort 
of work are different from those neces- 
sary in closing, the agent who employs 
the straight canvass should devote 
three or four days at a time to prospect 
getting, alternately with ten days or 
two weeks to closing. 

Modified Straight Canvass 

The straight canvass may be modi- 
fied in several ways to reduce the waste 
time and energy involved in its crude 
form. The agent may work through 
an office building or among a certain 
class of professional men with the as- 
surance that the majority of the per- 
sons he will see can pay for insurance 
and have an intelligent appreciation of 
its value. 

A still further modification of the 
straight canvass, and one which almost 
removes the method from that classi- 
fication, is contrived by making a list 
of substantial business and professional 
men from a directory, and by inquiry, 
applying to each name the six tests 
of desirability which have been enumer- 
ated. This system is practiced with 
great success by many agents in large 
cities. As a rule they have several 
good sources of information, such as 
medical examiners, bankers, clubmen, 
members of stock exchanges, boards 
of trade and similar organizations, with 
wide circles of acquaintances. The 
form letter—of which we shall have 
more to say in a later article—is often 
used in connection with this plan of 
getting prospects. 

The newspaper is an excellent source 
of prospects to the thoughtful agent, 
especially if he has some general knowl- 
edge of business affairs. But the aver- 
age agent looks for his material in the 
most obvious quarters such as the lists 
of real estate transfers, records of mort- 
gages, marriages, births, etc. The 
names derived from these announce- 
ments are disadvantageous because 50 
many canvassing lists are compiled 
from them. 

Business Insurance 

The application of life insurance to 
purposes of business protection is a 
comparatively new development of our 
work, but one which offers a fine field 
for the agent who will specialize in 
it. General suggestions on this subject 
may be gained from the Company’s 
pamphlet entitled “Commercial Life In- 
surance.” 

The agent who follows this line of 
effort should always be on the look- 
out for individual applications among 
members and employes of concerns 
which he solicits for business insur- 
ance. By doing so he may counteract 
the sole disadvantage of this kind of 
work, which is the length of time usual- 
ly occupied in reaching a decision. 

Prospects for small amounts of busi- 
ness insurance are quite generally 
neglected. Nevertheless, the need is 
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greatest among this class and they can 
readily be made to see it. Numerous 
co-partnerships in every city are con- 
ducted on a few thousand dollars ot 
capital without a cent of surplus. The 
death of one of the partners, and the 
withdrawal of the money representing 
his share of the business, almost in- 
variably results in serious embarrass- 
ment, if not dissolution of the firm. 
The point is convincingly illustrated 
in a leaflet styled “My Partner's 
Widow” which is published by “The 
Insurance Observer,” and can be recom- 
mended as an excellent canvassing 
document. 
Co-Partnership Insurance 

An agent working in a business com- 
munity can find no better avenue for 
his energies than co-partnership insur- 
ance. He will encounter few compet- 
itors systematically engaged in this di- 
rection; prospects are plenteous and 
the proposition applies to an unquestion- 
ably existent need. 

It may not be out of place to express 


a word of warning against the tendency 
to look afar and in secluded places for 
prospects. Most agents go about the 
matter as though they were detectives 
and the prospects in hiding, instead of 
being everywhere, and the best very 
often nearest at hand. 

The following method will prove ef- 
fective in suggesting many prospects 
who might otherwise be overlooked. 
Let the agent repeat a number of spe- 
cific purposes of life insurance thus: 

“Life insurance will provide for the 
education of children; will secure a 
daughter’s independence for life: will 
promote a business man’s project to 
retjre at a certain time; will assure the 
professional man of an income after 


his talents have begun to wane: will 
perpetuate the teacher’s salary when 
he has become superannuated; will sup- 


ply executors with means to discharge 


the inheritance tax; will cancel the 
mortgage or other indebtedness; will 
strengthen credit by safeguarding 


against the contingency of death, etc.” 
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MUTUAL BENEFIT DIVIDENDS 

At a time when some of the largest 
corporations are skipping dividends it 
is gratifying to learn that with one 
life insurance company at least its 
dividends are to be substantially in- 
creased. In another part cf this paper 
the 1915 dividends of the Mutual Ben- 
efit Life are printed, showing an in- 
crease which will be the best sort of 
a Christmas announcement for thou- 
sands of policyholders. Times may be 
good; or they may be bad, but the 
effect on a great company such as 
is the Mutual Benefit seems only to 
inspire it to offer better service and 
larger returns than ever co the public. 
Such incidents help expiain why the 
public has such implicit confidence in 
life insurance. 





SCIENTIFIC RATE-MAKING 

The special commission appointed by 
Governor Major of Missouri a year ago 
to investigate the fire insurance situa- 
tion in the State, and suggest remedial 
legislation in connection therewith has 
completed its report, sending its find- 
ings and conclusions direct to the 
Governor. 

The Commission appears to have 
gone about the task entrusted to it, 
in a thoroughly business-like way, 
soliciting facts and opinions from all in 
position to supply them, and carefully 
analyzing the product. So far as the 
report has been made public the find- 
ings of the Commission are thoroughly 
sane, and their intelligent carrying out 
will result in a marked decrease in the 
annual fire waste of Missouri with a 
resultant lowering of the charge im- 
posed upon its property-owners for in- 
surance. 

Underwriters freely opened their 
books for inspection by the Commis- 
sion, and the latter endorse the state 
ment previously made by company 
managers that Missouri business yield- 
ed scant if any profit during the past 
five years. 

The absolute necessity for co-opera 
tion among companies and associations 
in rate-making if results of any value 
are to be had is conceded, and no doubt 
the State will not only permit but will 
require such co-op ation in future. 

Through the yee 4 it has been most 
difficult for law-makers to appreciate 
the difference between a body of meat 


packers, for example, banding together 
to fix the price at which beef should be 
sold, and fire underwriters co-operat- 
ing in the naming of rates for insur- 
ance. In the former case the packer 
knew definitely the cost of the beef to 
him, and could fix a _ selling price 
wholly regardless of what his neighbor 
might charge. For each company to 
name rates based upon its individual 
loss experience would be a violation of 
one of the fundamentals of the busi- 
ness, namely the law of average, and 
would moreover, multiply the cost to 
the assured many fold. 

An appreciation and free admission 
of this truth by the Missouri Commis- 
sion is a victory for common under- 
writing practice that is most gratify- 
ing. 





OF WHAT DO PEOPLE DIE? 

That the seriousness of the great 
white plague (tuberculosis) in America, 
has not been exaggerated is shown in 
one of the charts prepared by The 
Prudential for its Panama-Pacific ex- 
hibit. Taking a five year period, end- 
ing in 1912, the Company’s statistician 
furnishes data to the effect that in every 
section of the country more deaths re- 
sult from tuberculosis than from any 
other principal cause. The highest 
mortality from this cause is in the 
Mountain States. In two groups of 
States violence is the second principal 
cause. of death. 

Pneumonia is second in some States, 
third in others. Heart disease is sec- 
ond in one group of States, third in 


the other. Other principal causes are 
apoplexy, Bright’s disease, infantile 
diarrhoea, and cancer. 

The tremendous fight now being 


made to reduce the ravages of tuber- 
culosis is having some effect, but not 
as much as should be the case. 





Sydney W. Cornwell, who has charge 
of the improved risk department of 
the Scottish Union and National at the 
United States head office in Hartford, 
has had an eventful career in the fire 
insurance world for a man still in his 
early thirties. He began his insurance 
work in the office of the Factory In- 
surance Association at Hartford about 
fifteen years ago and he rose rapidly. 

His next move was to Atlanta, Ga., 
where he became an inspector of the 
South Eastern Underwriters Associa- 
tion, later rising to the position of 
chief clerk. His experience in inspec- 
tion work and knowledge of the South- 
ern field, made it easy for him to ob- 
tain a position with the New York 
office of Fred S. James & Company 
and after spending about two years 
in New York city he was called back 
to Hartford to install an improved 
risk department for the Scottish Union. 
Mr. Cornwell’s experience in the East 
and South are valuable to him now 
as this is the territory which he is 
personally handling at the present 
time. 

* s = 


Edward Griffith, of E. E. Clapp & Co., 
carried accident insurance and it was 
in the F. & C., too. This is an answer 
to several questions asked The Eastern 
Underwriter by insurance men who 
have seen Mr. Griffith on William 
street with his arm in a sling and a 
nasty bump on his forehead, part of 
the reminders of a runaway accident 
in which he figured. It will be re- 
called that the house of a prominent 
fire insurance man recently burned 
and it was discovered that several 
companies which he did not represent 
were on the loss. 








The Human Side of Insurance 








F, ROBERTSON JONES. 





F. Robertson Jones, secretary-treas- 
urer of the Workmen’s Compensation 
Publicity Bureau, at all times a busy 
man, is doubly so just now preparing 
for the legislative sessions of the dif- 
ferent States which convene on the 
first of the New Year. Workmen’s 
compensation is a subject to which law 
makers, labor leaders, socialogical 
workers all over the country are study- 
ing very attentively,and additional leg- 
islation thereupon may confidently be 
looked for during the next few months 
It is the duty of the Bureau of which 
Mr. Jones is manager to keep in touch 
with compensation measures wherever 
proposed. He has an intimate knowl- 
edge of the general subject, and his 
intelligent analysis of some of the bills 
offered in the past, has not infrequent- 
ly secured their marked modification. 
An accomplished logician and a clear, 
incisive speaker Mr. Jones’ treatment 
of a subject always commands atten- 
tion, and he is frequently called up- 
on to address civic and commercial 
bodies wpon workmen’s compensation 
and kindred topics. 


A native of Maryland, Mr. Jones is 
a graduate of Western Maryland Col- 
lege and Johns Hopkins University, 
receiving a number of degrees from 
the latter institution. He served suc- 
cessively on the faculties of the Johns 
Hopkins University, Western Mary- 
land, Union and Bryn Mawr colleges 
as instructor of economics, politics and 
history. Mr. Jones is the author of 
several historical and financial works. 

His direct connection with insurance 
interests dates from 1906, when he 
entered the employ of the Fidelity & 
Casualty Company at its head office. 
Of his services with the corporation 
its management said “Mr. Jones is 
competent, active and vigilant.” 

When the Workmen’s Publicity Bu- 
reau was formed in 1912 Mr. Jones 
seemed peculiarly well qualified to 
handle its affairs, and his unanimous 
selection to the management was a re- 
markable tribute to his capacity. 

- * . 


H. V. Donnelly, assistant secretary 
of the Missouri State Life, has returned 
to the home office from a honeymoon 
trip to the Coast. 


C. Carlisle Taylor, former general 
manager of the Equitable in Australia, 
and later editor of “Agency Items,” is 
now working for the British War Office, 





William H. Kenzel, of the Kenzel 
Agency, is one of the younger genera- 
tion of fire insurance agents in the 
Metropolitan District who has added 
more companies to his office from time 
to time and has given satisfaction as 
well. Mr. Kenzel’s most recent acquisi- 
tion is the Cleveland National Fire 
which has just been admitted to- this 
State. The Company, in its statement 
made last June, showed a fully paid- 
up capital of $700,000 and a surplus of 
about half of this amount. His other 
companies are the Sterling, of Indian- 
apolis, Columbian National, of Detroit, 
and the Commerce of Albany. 

- - . 


Henry W. ives, of the firm of Ream, 
Ives & Wrightson, Inc., although but 
a young man has developed rapidly in 
the insuratice brokerage business. He 
began as office boy in the Dutcher & 
Edmister office and gradually acquired 
& knowledge of the brokerage busi- 
hess, specializing in liability insur- 
ance. He organized a brokerage firm 
under his own name after leaving 
Dutcher & Edmister, but was shortly 
recommended for the position of 
manager of the firm of Ream, Ives & 
Wrightson, which was organized un- 
der his direction and has been very 
successful. The firm handles the in- 
surance business of a number of im- 
portant railroad properties and has 
other valuable business connections. 
The firm has just been appointed to 
represent the Prudential Casualty in 
New York and vicinity. 

* * o 

William H. Foster has been appoint- 
ed general agent of the Royal Union 
Mutual Life of Des Moines for Phila- 
delphia and vicinity. He is a Yale 
man. 

s : 

Charles S. Rannells, has been made 
secretary of the Federal Life Insurance 
Co. of Chicago. Mr. Rannells has 
been superintendent of agents of the 
Company for about five years and has 
developed into an able insurance man. 
After graduating from the [Illinois 
College at Jacksonville, Mr. Rannells 
operated farms in central Illinois upon 
a large scale. Later he was chairman 
of the Illinois Republican State Com- 
mittee and also chairman of the Illinois 
State Railroad and .Warehouse Com- 
mission, a very responsible position 
which he filled with honor and ability. 
The selection of Mr. Rannells is in 
harmony with President Hamilton’s 
plan of surrounding himself with 
strong executives. In addition to his 
new duties Mr. Rannells will con- 
tinue in change of the company’s 
agency forces, both in the life and 
accident and health departments, in 
which work he has been so successful. 

7 - * 


Colonel J. A. Goulden, general agent 
of the Penn Mutual Life in New York, 
has been made a trustee of the Com- 
pany. Colonel Goulden, who has been 
an insurance man for forty-five years, 
is a member of Congress and was re- 
elected in November. 

+ s - 

J. A. Manning, of the bonding depart- 
ment of the Fidelity and Casualty, is 
acting as resident manzger of the 
Pittsburgh office of the Company, dur- 
ing the absence of J. L. Rivolta, who 
was injured in an automobile accident. 

* “ * 


Norman B. Thorp, formerly manager 
of the industrial accident department 
of the General Accident at the home 
office, and now manager of the indus- 
trial department of the Casualty Com- 
pany of America for the State of Ohio, 
is in New York city for a few days. 
Mr. Thorp is putting on a large increase 
every month and is adding to his old 
records for big production. As de- 
partmental manager in New York he 
was very popular in the agency field 
as well as among local department 
heads. 
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| Fire Insurance Department 





WHAT CONSTITUTES A FIRE 


OIFFICULT 





CLEAR’ DEFINITION 





W. N. Bament Tells Insurance Society 
What Fire Policy Covers in 
Loss Adjustment 





William N. Bament, general adjuster 
of the Home Insurance Company gave 
a most lucid fire loss talk before the 
Insurance Society in the New York 
Board rooms at 5:15 Tuesday afternoon. 
He discussed the difficulty of giving a 
proper definition of fire and said that 
the riddle, “What is Fire,” had not yet 
been decided. 

The ancients considered fire akin to 
religious rites and it was worshipped by 
some tribes. From the fire insurance 
standpoint, however, it is necessary 
that it should have two conspicuous 
attributes to make an insurance com- 
pany pay a loss caused by it. There 
must be actual ignition and secondly 
the fire must be accidental in origin— 
at least from the standpoint of the 
assured. 

It is not fire in an insurance sense 
when it occurs in a place where it is 
expected to be. It is a friendly fire if 
so it occurs, but a hostile fire if it ex- 
tends beyond these confines. The care- 
lessness of the assured or his agents 
forms no defense for a company 
against the payment of a loss, on the 
theory probably that negligence is a 
human characteristic. : 

Fraudulent Intent Shown 


On the other hand if fraudulent pur- 
pose is shown it would warrant a ver- 
dict of not liable. Mr. Bament went 
on to say that wilful neglect on the 
part of the assured, such as would 
occur if the assured neglected to stamp 
out live coals falling out of a fireplace, 
or preventing somebody else from 
taking steps to prevent the spread of 
flames, would be a cause for not pay- 
ing a loss. 

Nevertheless the man who set fire 
to his barn while attempting to burn 
out a nest of bees under the eaves, 
would be able to recover as no intent 
was shown that he intended to cause 
a loss. The majority of all fire losses 
occur because of the negligence of the 
assured, some time or other or be- 
cause of the negligence of his agents. 

In case of a fire it is assumed that 
the assured must save what property 
he is able to. However, as most people 
lose their heads when a fire occurs, 
malfeasance in cases of this kind are 
rarely found. If a person is insane and 
fire occurs due to his condition, re- 
covery is not barred. 

Mr. Bament discussed the impossi- 
bility of recovery in the case of a jewel 
which drops from a mantlepiece in- 
to the fire in the grate. The fire is 
contained in a place for it and is not 
therefore a hostile fire. 

Curtain and Gas Jet 

On the contrary, recovery is as- 
sured in the case of a curtain blow- 
ing against a gas jet or an article of 
clothing being set afire by falling up- 
on a red hot stove. In both of these 
cases a second and separate fire oc- 
curs. The speaker went on to discuss 
the fact that recovery is not possible 
where damage occurs from escaping 
steam. There is no actual ignition in 
such a case. Mere combustion with- 
out ignition is not in itself sufficient 
to support a claim for indemnity. 
Visible heat or light is inseparable 
from the idea of fire. 

A process of oxidation is going on 
in the case of a tree falling in a forest 
and gradually rotting away, but the 
oxidation is so slow that no glow or 
flame is shown. Damage caused to 
ceilings by smoking gas jets does not 
come under the head of a fire insur- 
ance policy. If claims of this nature 
were paid the cost would be pro- 


hibitive. In any event such a condi- 
tion is not produced by a hostile fire. 


Blazing Lamp Case 

A blaze in a chimney due to soot 
is covered by a fire insurance policy 
as it is a hostile fire. In the case of 
a lamp afire, there is no liability to 
the insurance company as long as the 
flames are confined to the wick or 
lamp itself. If it spreads outside, 
however, the company is liable. Pea- 
nuts roasting on top of a stove be- 
come charred, but there is no liability 
for the damage. 

Mr. Bament went on to say that 
losses due to the operations of fire- 
men, falling walls or the blowing up 
of buildings to check a fire, are cov- 
ered in the policy. He discussed the 
effect of explosions in connection with 
fire, saying that in a fire loss caused 
by a friendly fire, the explosion would 
not be paid for. 

The loss by removal as well as the 
loss during removal is covered. Con- 
sequential damage was discussed by 
Mr. Bament, but this is not covered 
under the policy. The insurer is 
liable for the repair of buildings and 
if conditions in the building are such 
that the city authorities will not per- 
mit the repairs to be made, the insur- 
ance company is liable for the whole 
loss. The consequential loss in cases 
like breweries where refrigerating ap- 
paratus is concerned, was discussed. 
The speaker said that such losses 
were now covered by the fire insur- 
ance policy. 

Mr. Bament cited numerous cases to 
prove the points which he made, 
showing how the various clauses of 
the fire insurance contract have been 
thoroughly interpreted in numerous 
court decisions. 





AGENCY COMMISSIONS 





New York Suburban Men Argue for 
Increase in Their Com- 
pensation 





At a joint conference between the ex- 
ecutive committee of the Suburban Fire 
Insurance Exchange and a delegation 
representing the United Fire Insurance 
Agents Protective Association, the ques- 
tion of increasing the commission to the 
iocal men was again threshed out. The 
local men emphasized and amplified the 
arguments urged by them at the quar- 
terly meeting of the Exchange on the 
22 ultimo, and while the Company men 
listened attentively, they gave the 
agents no other assurance than that 
the matter would have the most earnest 
consideration. It is probable that the 
executive committee of the Exchange 
will hold one or more meetings upon 
the subject before reporting to the asso- 
ciation members. That any departure 
from the present scale of compensa- 
tion will be recommended, is held by 
the- fraternity generally, to be highly 
improbable. 





RE-RATING CONNECTICUT 
Tariffs Upon Dwellings in the State to 
be Equalized Through Applica- 
tion of New Schedule 





As the result of a conference held in 
Boston some days ago between mem- 
bers of the New England Committee of 
the Eastern Union and certain officers 
of the New England Insurance Ex- 
change, dwelling rates in Connecticut 
will shortly be revised in accord with 
an approved’ schedule. While the 
work of revision will not be radical, it 
is predicted tariffs arrived at thereunder 
will be more equitable than those now 
charged, where certain classes are pay- 
ing the losses incurred in others. This 
condition exists notably in the unpro- 
tected towns and villages. 
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LIVE STOCK TRANSIT POLICY 


NEW PLAN OF HARTFORD FIRE 
Covers Live Stock En Route to Stock- 
Yards Against All Contingencies 
of Travel 








An entirely new development of the 
transportation form of policy is being 
put out by the Hartford Fire, cover- 
ing the transportation of live stock 
from the time they are loaded on the 
trains, until they are unloaded at the 
stock yards. The policy is so broad 
that it insures against many of the 
hazards which the railroads are not 
legally liable for and for which it would 
be impossible to collect from them. 

No other form of policy covering this 
class of risks is so inclusive and while 
the development is somewhat of an 
experiment as yet, it is believed that 
it can be worked out along satisfac- 
tory lines. Any kind of crippling or 
injury to the live stock is included. If 
pigs die from suffocation en route, they 
will be paid for. Losses due to col- 
lision, derailment, broken legs, or any 
other cause are covered in the form. 

Rates vary according to the kind of 
cargo, viz., kind of animal insured, the 
distance to be shipped and other fac- 
tors. The new scheme has only been 
in operation about a month and many 
matters connected with the details of 
the business have yet to be straight- 
ened out. 


A conference will be held in Chicago 
in a few days which will be attended 
by all the newly appointed agents who 
are to handle this class of business. 
The Hartford found that it was neces- 
sary to secure an entirely new type 
of agent for carrying on this branch. 

Practical live stock men, familiar 
with the purchase and sale of animals 


of all kinds, have been engaged to 
write the insurance, handle all claims 
and settle the losses. These will be 
adjusted as soon as a shipment arrives 
at the stock yards and an examination 
can be made of the condition of the 
animals. 
New Department’s Plans 

The Hartford has been to consider- 
able expense in shaping up its new 
department as agents had to be hired 
for at least a year and these have been 
distributed at such central shipping 
points for the cattle industry as 
Omaha, Kansas City, East St. Louis, 
Chicago, Buffalo, Cleveland, Denver, 
St. Paul, Sioux City and Cincinnati. 

The advent of the foot and mouth 
disease has hindered the experiment 
somewhat as it has materially cut 
down shipments of cattle from many 
States. It is expected, however, that 
when the plan gets working on a satis- 
factory basis the business will 
work out its own salvation as there 
is a decided need for some such form 
of protection. One or two companies 
do cover the excess liability, viz., only 
providing insurance in excess of what 
the railroad is legally liable for. It 
must be remembered also that the rail- 
road is usually found liable in one 
case out of five only. 

The plan is plausible enough to ap- 
peal to a number of live stock asso- 
ciations, several of which have come 
out publicly and spoken well of the 
new plan and commended it to their 
neighbors. The policyholder does not 
have to worry about the liability of 
the railroad in any of these cases, for 
if the Hartford considers the railroad 
liable it takes subrogation of these 
claims. 





BOSTON AGENT OF FIRST NAT'L 
The First National Fire, of Washing- 

ton, D. C., has appointed Frank Gair 

Macomber its agent at Boston. 
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MERCANITLE Loss ADJUSTING 


INSIST ON SEEING THE DAMAGE. 








Adjusters MusteHave Backbone as Well 
as Thorough Technical 
Knowledge 





To succeed as an adjuster of fire 
losses one must possess backbone as 
well as a knowledge of trade and under- 
writing conditions, else settlements are 
very apt to be one-sided, the insur- 
ance companies getting the poor end of 
the bargain. 

From a wealth of experience had with 
adjusters, the management of the Fire- 
man’s Fund Insurance Company of San 
Francisco, is led to make the follow- 
ing observations upon the general sub- 


ject: 

“Merchandise losses present many 
angles to the adjuster; they may be 
partial or total; there may be a claim 
for loss by smoke to a cast-iron press, 
or for water damage to a water-pump 
intended for pumping water out of a 
mine. Such claims have been made 
and, unfortunately for the credit of the 
profession, have been allowed. Claims 
for smoke damage to cigars, in air- 
tight tin cans covered with wood, be- 
cause of fire two or three doors away, 
have also been allowed; claims for 
smoke damage to various classes of 
stocks, because of fire next door or in 
the next block are so common that the 
merchant who does not make a claim 
for smoke damage when there is a fire 
anywhere in his neighborhood is looked 
upon by underwriters as an Oasis in 
the desert. 

“Allowing loss or property that does 
not show damage and that is not 
damaged indicates weakness in the ad- 
juster, sometimes manifested in order 
to get business, but more times be 
cause he has not the backbone to be 
fair to the insured and to the company, 
or because he does not take pains to 
place the so-called damaged property 
properly before the insured and insist 
upon the damage thereon being shown. 
The adjuster must hail from the State 
where ‘Show Me’ is the slogan; the ad- 
juster should be ignorant and helpless; 
ignorant on values until shown, and 
helpless because he is compelled to fol- 
low the contract made by the company 
and the claimant. 

“Probably not over one loss in fifty 
on merchandise comes under the head- 
ing of a book loss; the Other forty-nine 
are damage or damage-claimed losses, 
to be closed by examination of the 
property and agreement on or ap- 
praisement of the amount of loss 
thereon. 

“In all cases where the total loss on 


goods does not exceed, say, 10 or 15 
per cent. of the stock, taking the 
claimant’s verbal statement of the 


amount of and class of goods in the 
part of the building where the fire oc- 
curred, verifying his story by the 
debris, agreeing on the amount of loss 
on the total loss to stock, and then fix- 
ing the loss on the damaged goods by 
agreement or appraisal, is safer than 
settling by the books. 

“Where the loss must be adjusted by 
the books, the inventory should be veri- 
fied by the previous year’s books in 
order to detect any cases of double 
entry or purchases charged twice, or 
stuffing the inventory. This applies 
particularly to branch stores, or to 
stores doing a losing business, where 
stuffing the inventory might be nec- 
essary to maintain the character of the 
branch manager or the credit of the 
concern. 

“The net inventory, the purchases at 
net invoice, the per cent. of freight on 
net invoice, makes up the total to be 
accounted for at invoice and freight. 
The sales cash and credit; the per 
cent. of profit over invoice cost, and 
all other transactions as noted in a 
statement of loss should be ascertained 
and agreed on in writing by the ad- 


juster and the claimant before pro- 
ceding to find the net loss. 

“Proofs should not be made up for a 
total loss if there be any pending un- 
settled questions, as a claim for total 
loss can be admitted at any time. 

“When the figures are agreed on and 
made up, inquiry should then be made 
as to inter-insurers or reciprocal insur- 
ers, who do not appear until the loss 
is closed and not then unless the regu- 
lar fire insurance company’s policies are 


“exhausted. 


“The adjuster’s certificate on the 
proof as to the amount of and honesty 
of the loss should be dispensed with, 
as it is a bad feature if the claim be 
contested because of acts or facts ascer- 
tained after the adjustment. 

“When the loss to the property is 
fixed, ownership, names of owners, 
chattel mortgages, gasOline and other 
factors that might throw more light on 
the loss should be inquired into and 
reported with the proof, but in cases 
where the policy is voided by acts of 
the insured or others, and admitted by 
him, the inquiry must then stop.” 





TRYING OUT NEW SCHEDULE 





Surveys Made at Elmira Under Latest 
Form Said to be Very 
Satisfactory 





It is understood that risks surveyed 
at Elmira, N. Y., under the Larter- 
Lemon schedule of the Eastern Union 
show very satisfactory results, and an 
extension of the service will dowbtless 
result. Inconsistencies that developed 
under the old schedule have been dis- 
posed of, and while the final charges 








adduced under the re-rating do not 

materially differ from those now in 

force, the basis of figuring is more 

equitable and should prove highly ac- 

ceptable to insurer and assured. 
STILL CROWING 

Loyal Red Roosters of Philadelphia 


Thoroughly Alive and Preparing 
for “Big-Eats” 





Such minor happenings as elections, 
tariff revision and the European war 
have not sufficed to check the activi- 
ties or aspirations of the Loyal Red 
Roosters, an organization of Philadel- 
phia insurance men. 

A war Bulletin promises a “Battle 
of Big Eats” at the Hotel Stenton on 
December 17. All members of the fra- 
ternity are urged to “enlist now and 
become a hero.” 

That a good time will be had at 
the “Battle” is a foregone conclusion. 





WASHINGTON INSURANCE TALKS 





Manager Hardy of Underwriters Asso- 
ciation Continues His Educa- 
tional Work 





At the third lecture in the series 
of insurance talks arranged by the 
Governing Committee of the Under- 
writers: Association of the District of 
Columbia on Monday night, Manager 
E. R. Hardy spoke on the General 
Minimum Rates recently published, and 
also took up the Inspection Blank. All 
engaged in the insurance business are 
welcomed at the lectures. 





CHANGING TO STOCK BASIS 


The Harmonia Fire of Buffalo is be- 
ing examined by the New York Insur- 
ance Department preparatory to its 
becoming a stock company. It has 
heretofore operated on the mutual 
plan. The Seneca Fire of Buffalo 
which began business about a year 
ago is being examined by the Insur- 
ance Department. 





GASOLINE DELIVERY IN BOSTON 


Fire Prevention Commission John A. 
O’Keefe of Boston, is studying methods 
for the safe delivery of gasoline and 
other hazardous oils to vessels in the 
city’s harbor. 








NEWARK FIR 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - a $85, 000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 
55 John Street 


NEW YORKCITY 











WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 


UNITED STATES BRANCH 


W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 








HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW_YORK STATE DEPARTMENT 





PERCY B. DUTTON, Manager, Rochester, N. Y. 








R. Alexander, Pres. 
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Cash Capital $1,000,000.00 
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BALTIMORE, MD. 

Surplus to Policyholders $1,203,604.68 
NEW JERSEY and PENNSYLVANIA, 
Apply HOME OFFICE 


FOR AGENCIES IN NEW YORK, 


Ww. y Alexander, Sec. 
A. Legg, Asst. Sec. 
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Organized 1817 
Cash Capital $750,000 
E. C. IRWIN, Treeident H, 


R. N. GELLY. Jr., 


Office: Company’s Building, 407-409 Walnut St. 
Incorporated 1820 
Assets $9,091,141 


CONDERMAN, Vice-President if 
GARRIGUES. See. and ee 
Asst. Sec. and Treas. 


Charter Perpetual 


Treas. 














LOGUE BROTHERS & Co. 


307 FCURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 

REPRESENTING 

MICHIGAN COMMERCIAL INSURANCE CO. 

CALIFORNIA INSURANCE 

VIRGINIA FIRE & MARINE INSURANCE CO. 

MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 
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ROYAL EXCHANGE ASSURANC 


LONDON, ENGLAND 


United States Branch 


92 William Street, New York 


RICHARD D. HARVEY 
United States Manager 
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BOOM INSURANCE FEDERATION 


NOW ABOUT 900 





MEMBERSHIP 





Board of Governors To Send Out Cir- 
culars—invited to Attend 
World’s Congress 





The plans of the Insurance Federa- 
tion of the State of New York as pro- 
vided for at the meeting of the board 
of governors at Syracuse last Satur- 
day morning, contemplate an active 
organization with a large membership. 
Letters will be sent out soon to 15,000 
insurance men in the State outlining 
the plans and scope of the Federation 
and the reasons why every insurance 
man should become affiliated. 


The Federation is supplementary to 
existing insurance organizations and is 
not intended to take away support from 
any of them. It is being organized 
along broad non-partisan lines for the 
good of all branches of the business. 

The present membership is about 900 
though no concerted steps have been 
taken as yet for large membership. 
After the circular letter goes out it is 
expected by the officers that the mem- 
bership will increase rapidly As a re- 
sult of personal efforts, A. C. Hegeman 
of this city was able to produce at the 
meeting 225 signed and paid for appli- 
cations. 

The World’s Insurance Congress to 
be held at San Francisco in connection 
with the Panama-Pacific Exposition, 
has invited the New York Federation 
to name a delegate but this matter was 
deferred till a later meeting. It was 
stated at the meeting that a new in- 
surance federation has been organized 
in Kansas. In accordance with cus- 
tom the local association members be- 
come honorary members of all other 
bodies and they in turn of the New 
York Association. 

The articles of association provide 
that the board of governors and the 
officers shall conduct the association 
and that there must be 21 members of 
this board. Offices are to be maintain- 
ed at Albany. 

The annual meeting of the associa- 
tion will be held each year during the 
first week of October. The board of 
governors will have general control of 
the conduct of affairs. The initiation 
fee is $1 which is received in full pay- 
ment of dues for the first year. Seven 
members of the board of governors con- 
stitute a quorum. 


Members Present 


The following men were present at 
Saturday’s meeting of the board of 


governors: IN. E. Turgeon, Buffalo, 
president; S. C. Goodrich, Newburzh, 
treasurer; Buell P. Mills, Rochester, 


secretary; A. C. Hegeman, New York; 
John A. Eckert, (New York; Clay Bab- 
cock, Rochester; Richard L. Wood, 
Buffalo; Frank T. Hill, Troy; William 
H. Hecox, Binghamton; W. H. Murray, 
Hornell; Frederick V. Bruns, Syracuse; 
James S. Kernan, Utica; N. L. Whita- 
ker, Fulton; William G. Curtis, Albany; 
C. Stewart Cavanaugh, Brooklyn. 

The committees appointed were as 
follows: Executive Committee, N. BE. 
Turgeon, ex officio, W. H. Hecox, Bing- 
hamton; Clay Babcock, Rochester; 
John A. Eckert; New York; Buell P. 
Mills, Rochester and James S. Kernan, 
Utica. 

(Legislative Committee: A. C. Hege- 
man, New York; N. L. Whitaker, Ful- 
ton; W. G. Curtis, Albany; Peter lL. 
Ryan, Syracuse. 

Finance Committee: R. L. Wood, 


JOHN C. PAIGE C6. 


INSURANCE 
G5 KILBY ST. BOSTON, MASS, 














Buffalo; F. T. Hill, Troy; F. C. Carr, 
New York. 

Grievance Committee: Frederick V. 
Bruns, Syracuse; W. H. Murray, 
Hornell; Buell P. Mills, Rochester. 

(Membership Committee—Buell P. 


Mills, C. SS. Cavanaugh, Brook- 
lyn; S. CC. Goodrich, ‘Newburgh; 
F. T. Hill, Troy; . H. Murray, 


Hornell. 











BROKERS ACTIVITIES 





GET LARGE COPPER LINE 





Insurance on Extensive Guggenheim 
Copper Properties Secured by 
Marsh & McLennan 





The latest important line secured by 
Marsh & McLennan, of -Chicago and 
New York, is that covering on a por- 
tion of the extensive Guggenheim min- 
ing properties in Western United 
States, Alaska and Mexico. The ag- 
gregate premium will reach at least 
$70,000. Practically all of the business 
will be placed in admitted companies, 
and wherever possible through estab- 
lished agencies. Certain hazards are 
located at distant, and out-of-the-way 
points, where no agencies have juris- 
diction; coverings thereon will have 
to be secured from headquarters. The 
business is desirable and is eagerly 
sought for by brokers qualified to 
handle it. 





ARTHUR BONYNGE DEAD 





Popular Soligitor for J. G. Hilliard Office 
Falls from Apartment House 
Window 





Arthur Bonynge, a solicitor attached 
to the J. G. Hilliard office at 55 John 
street was killed late Monday, by fall- 
ing from a window in his apartments 
in the Hotel Cecil, St. Nicholas avenue 
and 118 street. 

He was removed to the hospital and 
died two hours later. Mr. Bonynge was 
a well-known figure in the insurance 
district and had been in the business 
for fully twenty-five years. He began 
with J. G. Hilliard as a clerk when a 
young man and returned to the office 
about a year ago. 

In his insurance career he had been 
connected with the office of Wallace 
Reid, W. S. Banta and other prominent 
insurance firms. Mr. Bonynge stated at 
the hospital before he died, that he had 
leaned against the window thinking it 
to be closed, and, as a result, lost his 
balance and fell to the ground. The 
funeral was held at 11 o’clock on 
Wednesday from 60 West 125th street. 


Addresses High School Boys 

John S. Thompson, a Metropolitan 
broker, addressed the Boys High School 
of Brooklyn some days ago, upon the 
operations of fire insurance companies. 
He mentioned the enormous liabilities 
covered by the underwriting organiza- 
tions, and the work the insurance men 
were doing in seeking to reduce the 
companies annual fire waste. 





WANT E. R. HARDY RETAINED 

Local agents at Washington are a 
unit in desiring the retention of Ed- 
ward R. Hardy as permanent secretary 
of the lately formed Underwriters 
Association of the District of Colum- 
bia, and urging their companies to pay 
Mr. Hardy a salary that will justify 
his continuance. Mr. Hardy ig assist- 
ant manager of the’ New York Fire 
Insurance Exchange and a leave of 
absence was granted him to enable 
the successful launching of the Wash- 
ington organization. So efficiently has 
Mr. Hardy performed the nonetoo- 
easy task alloted him, that the Wash- 
ington agents will not hear of his re 
turn to this city. 





TO OPERATE 
TURN HANDLE TO LEFT 
WORK LIKE A PUM 





FIRE 
EXTINGUISHER 
IVES, not protection alone, but that which 
is equally important, the constant feeling 
‘of security. Aside from its efficiency when the 
fire does come, it repays its modest cost a hun- 
dred times a year in peace of mind. 


The convenient size of this extinguisher, its 
readiness and ease of operation will mini- 
mize the fire peril in school or factory, hotel 
or theatre, hospital or home. 


Write nearest office for full information-- 
send a postal now. 
Brass and Nickel-Plated Pyrene Fire Extin- 
guishers are included in the lists of 
appproved Fire Appliances issued 
by the National Board of 


Fire Underwriters. 








































Pyrene Manufacturing Co., 1358 Broadway, New York 
Aberdeen, S. D. Bost Chi Duluth Nashville Richmond 
lton , ridge Seeatt Gacionets Deon, N. D. New Orleans St. Louis 
Anderson, S.C. Buffalo Cleveland -~ 7 Oklahoma City St.Paul 
Atlanta Butte Dayton uisville Philadelphia Salt Lake City 
Baltimore Charlotte, N.C. Denver emphis Phoenix San Antonio 
Birmingham Charlest’n, W.Va. Detroit Milwaukee Pittsburg York, Neb. 
PACIFIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Angeles, 
eattle. Distributors for Canada: May-Oatway Fire Alarms, Ltd., Winnipeg, Toronto. 
Distributors for Great Britain and the Continent: The Pyrene Co., Ltd. 19-21 Great Queen St. 
London, W. C. 
PROTEST PAYMENT OF TAX federal stamp tax upon fire insurance 


(Continued from page 1.) 
payable ‘by the fire insurance company 
under the federal law. 

While insurance companies fix their 
rates for fire insurance in Wisconsin 
without regulation or control by the 
State, the insured cannot be required 
to furnish or affix the internal revenue 
stamp, or to pay anything which is not 
specified in the policy as a part of the 
premium, as required by sections 
1941-43. 

If the company attempts to impose 
this tax upon the insured, the agent 
cannot pay it without violating the 
anti-rebate law, section 19550. 

The fact that a tax On insurance 
over which the federal government ex- 
ercises no jurisdiction or control may 
be wrong in principle, does not justify 
the stock fire insurance companies in 
requiring its payment by the policy- 
holders. 

Commissioner of Insurance. 

Madison, Wis., Dec. 1, 1914. 

Memorandum 

The following sections of the new 
internal revenue act, read together, 
plainly indicate that the intent of the 
law is that the tax shall be paid by 
the stock insurance company making, 
signing, or issuing an insurance policy. 
The penalty provisions penalize any 
person making, signing, or issuing such 
contract without affixing the stamp, 
but do not penalize the person for 
whose use or benefit the contract may 
be made, signed, or issued for failing 
to pay the tax or to affix the stamp, 
as he is authorized to do by sections 
5 and 11 of the act. 

Prohibits Collection by Companies 

Commissioner John T. Winship, of 
Michigan rules that the companies 
“cannot pass this tax as a separate 
item on to the assured or to the 
agent.” Mr. Winship’s position is set 
forth in detail in the following: 

With regard to the collection of the 


policies, the ruling of this Department 
is as follows: 


The situation in Michigan is such 
that a company can not pass this tax 
as a separate item on to the assured 
or to the agent. If the company seeks 
to have the assured pay the tax, it 
will be in violation of Act No. 285 of 
the Public Acts of 1913, which prohibits 
the collection from the assured of any 
fee or charge in addition to the pre- 
mium charge made by the company 
for assuming the risk. If the company 


seeks to have the tax paid by the 
agent, it will be in violation of Act No 
127 of the Public Acts of 1911, pro- 


hibiting rebates on premiums of fire in- 
surance policies. The only method by 
which the company can pass the tax 
on to the assured would be by includ- 
ing it in the premium itself, as writ- 
ten in the policy, and it would have 
to be included as a part of the pre- 
mium, and not as a separate item. The 
company could do this, because we 
have no law regulating rates. The 
company could not, however, make a 
premium rate and a revenue tax 
charge also, nor can the matter be 
billed as two items to the assured 
The entire charge must appear as the 
premium. 

The above ruling is subject to an 
investigation as to whether in the past 
a federal court has ever ruled that an 
insurance company may pass a similar 
federal] tax on to an assured. If such 
is the case, I do not believe our anti- 
policy fee law would operate against 
the decision of the federal court. 





FIRE BUG AT NORWICH, N. Y. 

Fire Chief Brookins, of Norwich, N. 
Y., is convinced that the fire that oc- 
curred in the city on the 10th and 
which resulted in a loss of $15,000 was 
of incendiary origin. A diligent hunt 
for the guilty party or parties is being 
made. 
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GROWTH OF NATIONAL FIRE 


TRIBUTE TO PRESIDENT NICHOLS 





Rapid Growth of Company Result of 
Skillful and Vigorous 
Management 





Long one of the most aggressively 
directed insurance companies of the 
country the National Fire of Hartford, 
now transacts the fifth largest fire 
business in the United States, and has 
assets in excess of $15,000,009. 

The history of the Company is thus 
interestingly set forth by the Hart- 
ford Courant of late issue: 

While the National Fire Insurance 
Company was organized in 1871, it 
really had its roots far back to that 
time when Mark Howard was a trav- 
eling agent for the Protection Insur- 
ance Company. He acquire:] much ex- 
berience and when the Protection In- 
surance Company broke down Mr. 
Howard was instrumtntal in forming 
the Merchants’ Insurance Company, 
which secured its charter from the 
General Assembly in 1857. It was to 
have a capital of not more than $590,- 
000 and not less than $200,000, and, 
like other charters of that time, only 
10 per cent. was to be paid in cash, 
the rest being in stock notes. 

The stock was oversubscribed and, 
after the corporators scaled the sub- 
scriptions down to $200,000, they or- 
ganized and elected Mark Howard 
president and E. Thomas Lobdell sec- 
retary. The capital was not large and 
the management showed _ excellent 
judgment in the selection of risks and 
business was profitable for a matter 
of fourteen-odd years. Secretary Lob- 
dell died in November, 1870, and in 
January of the following year the 
Company elected Judge James Nichols 
to fill the place. Judge Nichols had 
then just entered his 41st year and 
had served with credit as judge of the 
Hartford probate district. 

Capital $500,000 

In October of the year of Judge 
Nichols’ election came the Chicago 
fire, and when complete returns were 
received as to the loss it was found 
that the Merchants’ share was over a 
million, the company’s capital being 
but $200,000. Added to the amount of 
the loss it was found that some of the 
securities of the company were in the 
form of mortgages of property which 
had been swept by the great fire. The 
coinpany turned into cash everything it 
possessed and distributed the sum 
among the claimants. 

A charter for a new insurance com- 
pany, the National Fire, was already in 
existence and was brought forth at once 
and subscription books were opened on 


November 17, 1871. General William 
B. Franklin, James G. Batterson and 
Hon. Richard D. Hubbard were in 


charge and in less than a week the capi- 
tal, $200,000, was oversubscribed. On 
November 27 it was decided to raise the 
capital to $500,000. Mark Howard was 


chosen president of the new company 
and the first board of directors was 
Elijah Owen, James P. Foster, James 
Bolter, Ebenezer Roberts, Homer 
Blanchard, Richard D. Hubbard, E. N. 
Welch, William B. Franklin, J. F. Judd, 
D. F. Seymour, Frank W. Cheney, 
Harrison B. Freeman, William S. Pier- 
son and William H. Lee. Judge Nichols 
became secretary and the capital was 
paid in cash, the era of stock notes 
having passed. 

Before November, 1872, had arrived 
the company had assets of $623,000, of 
which the Boston fire demanded $350,- 
000. There was no hesitation on the 
part of the directors and officials and 
the capital was reduced by $150,000 and 
was at once raised again to $500,000 
through subscriptions by stockholders. 

If there has been any crisis in the 
affairs of the company it came at the 
time of the Boston fire and it was met. 
President Mark Howard died in Janu- 
ary, 1887. Born in England in 1817, he 
went as a boy with his parents to Ann 
Arbor, Mich., where he was editor of a 
newspaper when 17 years old, and he 
served two terms as House clerk in the 
Michigan (Legislature before he was 21. 
Soon after he entered the employ of the 
Protection Insurance Company and 
found his life work. 

Meets Every Demand 

Judge Nichols had been his close 
friend for many years and that Judge 
Nichols should succeed him as president 
of the National Fire seemed logical. He 
was elected on February 9, 1887, and 
since that time has been at the head of 
the company. How well it has pros- 
pered under its management may be 
seen from the fact that when the San 
Francisco earthquake and fire occurred 
in April, 1906, it brought the company 
a loss of over $2,500,000 which was 
promptly met without the use of any 
extraordinary measures. 

The National Fire Insurance Com- 
pany has now a cash capital of $2,000,- 
000, a great growth from the modest 
$200,000 at first contemplated. Its total 
assets are over $15,000,000, its total lia- 
bilities $9,403,320.65 and its surplus to 
policyholders $6,382,440.88. The growth 
of its home office during the past few 
years ranks it among the larger insur- 
ance offices in Hartford. 

Ranking next to Judge Nichols with 
his years of insurance experience comes 
Vice-President Harry A. Smith, a 
Massachusetts man who was graduated 
from Amherst College with the class of 
1890. He at once entered the insurance 
business and soon became the National’s 
special agent for New York State. In 
January, 1901, when he was 21 years 
old, he was made assistant secretary of 
the company and he became vice-presi- 
dent of the company in January, 1907. 

George H. Tyron, secretary of the 
company, is a native of Buffalo, born in 
1866, and has spent all his business life 
with the National Fire. The assistant 
secretaries are Frank D. Layton, S. T. 
Maxwell, C. E. Langdon and FE. E. Pike: 
F. B. Seymour is treasurer of the com- 
pany and W. J. Frederick is the assist- 
ant treasurer. 


ESTABLISHES NIGHT CLASSES 





Fire insurance Club of Chicago 
Arranges Interesting Course 
for Season 





During the present season the Fire 
Insurance Club of Chicago will con- 
duct evening classes, having arranged 
for the services of a number of highly 
competent instructors. W. D. Matthews 
of the Chicago Board will lecture on 
fire protection, building construction 
and hazards; C. G. Whipple of the Na- 
tional Fire of Hartford on history and 
principles of fire insurance; *«C. ° 
Taylor of the Hartford on correspond- 
ence, and W. E.:McCullough of the 
Queen on the standard policy. 





CLEANING-UP AT HARTFORD 


Efficient work continues to, be per- 
formed by the inspection force of the 
Hartford, Conn., fire department in its 
clean-up campaign. During October, 
226 buildings in the mercantile section 
of the city were carefully gone over, 
and fire breeding conditions found in 
a number either immediately corrected, 
or steps taken to insure correction. 
The inspections are intelligently and 
systematically made, and a reduction 
in Hartford’s fire loss should logically 
follow. 





FIRE !NSURANCE RATE-MAKING 





Committee of Insurance Commissioners 
Considering Subject to Meet in 
New York 





A meeting of the special committee 
on Fire Insurance Rate-Making of the 
Convention of Insurance Commission- 
ers, will be held at the Hotel Astor, 
in New York city, on the 7th inst. 
Chairman Ekern holds that the com- 
mittee should at this time make defi- 
nite recommendations through the 
convention so that any action agreed 
upon may be had in advance of the 
meeting of the legislatures in Janu- 
ary, 1915. 





EASTERN NEW YORK SPECIAL 





R. H. Moore to Cover Important Terri- 
tory for Insurance Company of 
North America 





To accept the Eastern New York 
special agency of the Insurance Com- 
pany of North America, R. H. Moore 
has resigned the New York State 
agency of the Concordian Fire of Mil- 
waukee. He will continue to make 
headquarters at Albany which is cen- 
tral to his territory. 





CARRIED BY STOCK COMPANIES 
President Storrs, of the Connecticut 
Cempany, is authority for the state- 
ment that the properties of the cor- 
poration which heretofore were in- 
sured in the special indemnity fund 
of the New Haven Railway Company, 
were wholly covered by stock insur- 
ance companies some months ago. 





ASSETS, 


Mortgage Loans 
Bonds (Market Value).......... 


Agents Balances 
All other 





Real Estate (Equity)............. 


Cash in Banks and Office.......... 


Interest and Rents due and accrued 
Assets 


ee 


Surplus to Policyholders, $1,310,328.36 


First National Fire Insurance Company 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Departmen. of the District of Columbia 


| LIABILITIES. 
+... $254,500.00 | Outstanding Fire Losses............... $32,869.54 
.... 246,850.00 | Unearned Premium Reserve....... eocce 208,001.15 
ieien 868,797.60 | Accrued charges on Rea! Estate......... 5,208.43 
penis 89,182.43 | All other Liabilities............... tee 5,311.09 
wean 64,650.96 | Capital Full Paid.................... 848,527.50 
sep DED | CEE WENO FONE. ccc ceccccosooveve 37,560.00 
oe 1 SEE Sade ences steteeeee seas sseeees 424,240.86 
eee $1,556,808.57 eee rr er errr errr 





SUBROGATION 





Views of a General Adjuster Given an 
Agent in Answer to 
Questions 





A well-known fire insurance agent 
recently wrote to his leading company 
asking an opinion as to companies’ 
rights under certain conditions involv- 
ing the question of subrogation. The 
general adjuster of the company made 
the following reply: 

“If the assured makes a contract 
with an adjacent railroad relieving it 
from liability for fire caused by its 
negligence and fails to notify the in- 
surer of that fact, the assured will be 
guilty of a material concealment or 
non-disclosure that will render the 
policy void; that such concealment is 
material would seem to be shown 
from the fact that an extra charge of 
10 per cent. is made in cases where 
the rights of subrogation have been 
waived. If the insurer have notice of 
the contract between the assured and 
the railroad company, then the policy 
is not affected, and this will be true 
regardless of whether the policy con- 
tains an express permit or not. Such 
contracts between the assured and the 
railroad are perfectly legal, and if 
based on proper consideration and duly 
entered into, they will be binding upon 
the assured. The insurer, after pay- 
ing a loss and taking subrogation, 
stands in the shoes of the assured 
and is subrogated only to the rights 
of the assured. After the assured has 
expressly released his rights against 
the railroad, he cannot later give any 
such rights to the insurer by subro- 
gation or otherwise, because he has 
nothing to give. If the insurer took 
a subrogation agreement under such 
circumstances, it would not acquire any 
rights that could be enforced against 
the railroad.” 





W. S. Diggs, president of the Insur- 
ance Federation of Ohio, is making a 
tour of Iowa. 





1853 1914 
SIXTY-FIRST YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 





Assets, Dec. 31-1913...... $1,152,425.00 
pees Gargies, ** wo ccces 542,514.00 





W. H. MILLER, president 
A. S. McCONKEY, 
Secretary and Treasurer 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 





ORGANIZED 1859. 





Statement, January 1, 1914. 
Cash Capital .......$1,000,000.00 


rere © ey 
Net Surplus ........ 2,596,266-99 
Surplus for Policy 


olders ......... 3,596,266.99 





HEAD OFFICE 
Cor. William & Cedar Streets 
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NEW JERSEY NOTES 





—_ 


DEADLOCK IN NEW JERSEY 


WHO SHALL PAY STAMP TAX 











La Monte’s Ruling That Agent Can’t 
Pay Out of His Own 
Pocket 





With several large insurers saying 
they will not pay the stamp tax; with 
the companies standing pat, and the 
agents saying it is up to the companies 
the situation in New Jersey as Decem- 
ber 1 draws near is unusually interest- 
ing. 

La Monte’s Ruling 

George M. La Monte the commission- 
er has written a letter to Fred J. Cox, 
of the New Jersey~Association of Fire 
Underwriters (the local agents’ organ- 
ization) saying that it is the opinion of 
the Banking and Insurance Department, 
concurred in by the Second Assistant 
Attorney General of the State, that it 
would be unlawful for an agent of an 
insurance company to pay, out of his 
own personal funds, the cost of the 
stamps required to be affixed by the 
revenue tax law to insurance policies, 
but that the stamps may be furnished 
by the company to the agent, to be 
affixed to the policies, or the agent, by 
agreement with the company, may 
affix the necessary stamps and charge 
the cost of the same to the company. 

This has caused misunderstanding, 
as some insurance men have had the 
impression that the commissioner has 
ruled that the companies must pay the 
tax. All that the Commissioner did was 
to make the point that for the agent 
to pay the tax out of his own pocket 
was unlawful. 

As a result of the Commissioner’s 
ruling the New Jersey Association of 
Fire Underwriters has passed the fol- 
lowing resolution: 

That the secretary be instructed 
to inform the members of the 
Association of Commissioner La- 
Monte’s decision regarding the 
revenue stamps: That it is the 
sense of the meeting that in order 
to conform with this decision no 
member shall buy stamps unless 
the insurance companies agree to 
have the same charged in the agents 
monthly account: That in view of 
the fact that the Revenue Law does 
not state that the assured shall pay 
the tax, members’ should _indi- 
vidually advise their companies 
that the tax is uncollectible from 
the assured in the manner pre- 
scribed by the companies in their 
recent letters to agents, and sug- 
gest that there be some other solu- 
tion of the matter which will not 
place the agents in the position of 
attempting to collect from the 
assured what he is not legally com- 
pelled to pay. 

State’s Rights 

An interesting point has been dis- 
cussed in New Jersey where the State 
carries heavy insurance on public build- 
ings. The State is said to have asked 
whether an insurance company expects 
it to pay a tax on the insurance cover- 
ing its own property. It is pointed out 
that this would be a violation of the 
State’s sovereignty. 

Companies instruct their agents that 
the insured must pay. 





WORK BETWEEN MEETINGS 

The New Jersey Association of Fire 
Underwriters is said to have the short- 
est conventions of any organization 
in insurance. Some of their annual 
meetings do not last more than an 
hour. 
a special agent, with the stamp tax 
action in mind, made the following 
observation: “Maybe the association 
does its work between annual meet- 
ings.” 


In commenting upon this fact, 


DENIES LIABILITY 





Somerville, N. J., Water Company Ob- 
jects to Paying $200,000 Damages 
Because of Fire 





Underwriters as well as business 
men generally are interested in the 
effort of Benjamin Lissberger to re- 
cover from the Somerville, (IN. J.) 
Water Company $200,000 for loss re- 
sulting through the burning of his iron 
foundry on July 8, 1909. Action was 
brought in the United States District 
Court at Newark, the allegation of the 
plaintiff being that the defendant 
corporation failed to provide sufficient 
water and pressure at the time of the 
fire. 

The water company raised the ques- 
tion of its liability to a private concern 
under its contract: with the town of 
Somerville. It also raises a point as 
to its virtually.being made an insur- 
ance company, whereas the complain- 
ant was already protected with insur- 
ance and had collected damages under 
its existing policies. 

The case is a novel one, according to 
Richard Boardman of counsel for Mr. 
Lissberger, and different from the suit 
brought by Michael Baum of Somer- 
ville against the same water company 
for losses sustained in the same fire. 

The Somerville Stove Works, owned 
by Mr. Baum, and the iron foundry 
owned by Mr. Lissberger, were separ- 
ated by a fifteen-foot alley. Both 
foundries, with their contents, were 
destroyed by fire July 8, 1909. Mr. 
Baum brought an action against the 
water company, which was carried to 
the Court of Errors and Appeals, the 
decision of the various courts being 
against Mr. Baum. 

In the present suit, however, Mr. 
Boardman is basing the liability of the 
water company upon a special contract 
entered into between the water com- 
pany and Mr. Lissberger, an agree- 
ment which did not exist between Mr. 
Baum and the company. 

According to the contract, the Somer- 
ville Water Company agreed to fur- 
nish water to the Lissberger foundry 
for fire protection. Wnder this agree- 
ment it was brought out that the Liss- 
berger foundry had paid $18 a year 
for its supply of water for fire protec- 
tion only. 

Strenuous objection on the part of 
attorneys for the water company failed 
to exclude the testimony of Nicholas 
S. Hill of Bast Orange, a hydraulic en- 
gineer, who gave expert testimony re- 
garding the necessary water pressure 
at the hydrant for the adequate pro- 
tection of the destroyed plant. Mr. 
Hill said such pressure should at least 
be fifty pounds to the square inch. 





NEW BROKER’S FORM BLANK 

New Jersey’s Insurance Department 
has sent out a new form of blank 
application for brokers that is causing 
considerable talk, inasmuch as it is 
similar to the ‘New York department’s 
form, asking a great many questions 
about the broker’s qualifications. 





“PERSONAL” JOURNALISM 

A New Jersey trade paper editor, 
who for some months continuously 
roasted one of the New Jersey fire 
insurance companies, sometimes de- 
voting several pages to this pastime. 
now praises the company in a current 
issue. The company in question ought 
to be able to survive his praise as 
well as it did the attack. 





COTTON O!L MILL FIRES 

Both the Planters Oil Mill at Green- 
ville, Miss., and the Roberts Cotton 
Oil Mill at Cairo, Miss., which burned 
recently, were of the old frame type 
of construction, in which if fire once 
starts its extinguishment is almost im- 
possible. It is taken for granted among 
underwriters that all of the present 
frame cotton oil mills in the South 
will burn sooner or later, and that until 
they entirely disappear and be replaced 
by structures of a modern type, the 
loss record of the class will be severe. 
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CHROMOS ARE CHROMOS 





And Not Old Masters When it Comes 
to Adjusting a 
Loss 





Insuring a copy of an old master as 
heavily as if it were an old master 
will cost the assured money in the 
event of loss. 


The case is that of Edward L. Petow 
against the North British & Mercan- 
tile. 


Mr. Petow took out a policy cover- 
ing a number of paintings and works 
of art, upon which he placed a valua- 
tion of approximately $15,000. Three 
months after the issuance of the 
policy the paintings were burned in 
a fire at his home. The insurance 
company resisted payment upon the 
ground that the paintings destroyed 
were not of the value stated. Mr. 
Petow insisted that the value was fixed 
by the issuance of the policy and that 
the company was bound thereby. 


ADDITIONAL PATROL SERVICE 

Two additional patrol automobiles 
have been added to the equipment of 
the Brooklyn, N. Y., fire patrol. The 
new apparatus was made necessary be- 
cause of the decision to extend the 
patrol coverage to a large section of 
South Brooklyn, including the Bush 
Terminals and the Independent Stores, 
which heretofore have been unpro- 
tected. 





SUPPORT ASKED FOR FIRE DEP’T 

A guarantee of $1,000 has been asked 
from the Dunkirk, N. Y., fire commis- 
sioners by the volunteer fire department 
which works in conjunction with the 
paid fire department, and is credited 
with having performed highly efficient 
service. 





D. H. DUNHAM BACK 
President Dunham, of the Firemen’s, 
has recovered from the accident which 
incapacitated him temporarily and is 
now at his desk every day. 
Neal Bassett, vice-president of the 
Company is on the Pacific Coast. 








16 


THE EASTERN UNDERWRITER 





November 27, 1914. 








RATING MUST BE SCIENTIFIC 


COMMISSION REPORTS 





MISSOURI 





Admits Companies Made Little Money 
in State During Past Five Years— 
Various Recommendations 





Following a painstaking study of the 
fire insurance situation in Missouri, 
the special commission appointed by 
Governor Major nearly a year ago to 
deal with the subject, has concluded 
its labors and filed its report. 

Among other statements made by 
the commission is the following: 
“Opinions differ, but it is an admitted 
fact by all that to maintain equity 


in rates, systematic and scientific prin- 
ciples must be applied and this can 
only be done at a great cost, consider- 
ing the many classes, character and 
exposures in the multiplicity of haz- 
ards, which must be taken into con- 
sideration in the rating of a whole 
State of the magnitude of Missouri.” 
Need for Reducing Losses 

That the fire losses of the State are 
inordinately and unnecessarily high is 
another conclusion of the Commission 
which offers the following as a means 
for accomplishing their reduction with- 
out a dissenting voice in any section 
of the State the commis3ion was asked 
to approve the enactment of a fire 
marshal law. The insurance agents 
and the assured expressed the be- 
lief that the fire hazards in this 
State would be greatly reduced if Mis- 
souri had an official clothed with suffi- 
cient power to investigate all losses. 
Evidence was presented to the com- 
mission showing that many of the 
fires were occasioned through incen- 
diarism. Several suggestions were of- 
fered as to the administration of a fire 
marshal law, but we will not attempt 
to discuss the various features at this 
time, except to say that all parties 
concerned heartily agreed that a fire 
marshal department should be imme- 
diately installed in this State. 

It is apropos at this time to recom- 
mend the teaching of fire prevention 
in the public schools. Well-known 
educators in the various normal 
schools have suggested to the com- 
mission that several hours each week 
be devoted to instructing the pupils 
as to how to prevent conflagrations. 
The working out of this plan will have 
to come under the supervision of the 
fire marshal, who could arrange a 
course of study to be taught in all 
grades. Ohio, lowa and Nebraska have 
adopted text books for this purpose. 

Undoubtedly many fires are due 
solely to neglect, such as inattention 
to electric wiring, defective flues, ac- 
cumulation of rubbish and various 
kindred matters, and these causes can, 
in a large degree, we believe, be re- 
moved by educational means. 

Missourians are taking a keen inter- 
est in fire prevention. in every sec- 
tion of the State the assured seemed 
anxious to lessen the fire hazards by 
keeping their property in better con- 
dition than in former years. The mini- 
mizing of fire losses means the sav- 
ing of thousands of dollars to the 
policyholders of this State. Fire pre- 
vention and fire insurance rates are 
closely blended together. A reduction 
in losses means a reduction in rates. 
In making an analysis of the rating 
problem there is but one deduction to 
make: Fire insurance, with the stock 
companies, is an agreement by which 
each holder of an insurance policy 
pays his part of the fire losses. if 
we can minimize the hazards and les- 
sen the fires there is but one conclu- 


sion: The consumer will have less 
to pay and, in the end, rates will be 
reduced. Your commission has de- 


voted many hours in trying to solve 
the rating problem, which, in our esti- 
mation, is the most important topic 
for consideration. We have listened 
attentively to the officials of insurance 


companies for better legislation relat- 
ing to rates. 
Co-operation Essential 

Opinions differ, but it is an admitted 
fact by all that to maintain equity in 
rates systematic and scientific prin- 
ciples must be applied, and that can 
only be done at a great cost, consider- 
ing the many classes, character and 
exposures in ths multiplicity of haz- 
ards which must be taken into con- 
sideration in the rating of a whole 
State of the magnitude of Missouri. 

Any plan of ratemaking undoubtedly 
has its defects and can be criticised, 
but your commission has given this 
its best thought, investigation and con- 
sideration, and we are pleased to re- 
port the fact that our conclusions and 
recommendations upon this all-import- 
ant subject is a unanimous report. 
Further, we believe the plan suggest- 
ed to be the most feasible and prac- 
ticable, carrying with it not only im- 
mediate beneficial resuits but like- 
wise laying the foundation upon which 
future legislation and scientific rate- 
making can be builded. 

Your commission, through the cour- 
tesy of the fire insurance companies, 
was permited to investigate the books 
of these corporations. In fairness to 
them it must be stated that for five 
years they have made comparatively 
little or no money in Missouri. This, 
of course, is due to the appalling fire 
loss. Statistics for the ‘ast decade, 
as compared with those of other 
States, compel us to state that Mis- 
sourians have been derelict in their 
duty in fire prevention. Representa- 
tives of mutual companies admitted to 
us that their clients had been forced 
to pay heavy losses through negli- 
gence, but were hopeful, through our 
fire prevention campaign, to make 
larger returns at the end cf the com- 
ing fiscal year to their co‘nsurers. 

Many representatives of reciprocal 
insurance companies appeared before 
the commission, and opinions differed 
as to State supervision. The only 
legislative act pertaining to this class 
of insurance was declared unconstitu- 
tional by the Supreme Court. It would 
be wise for the General Assembly to 
weigh the problem as to whether 
these companies should come strictly 


under the supervision of the State Su- 


perintendent of Insurance. At our 
Kansas City hearing former State Su- 
perintendent of Insurance’ Frank 
Blake contended that the Insurance 
Department of this State should have 
strict supervision, the same as of the 
old-line stock companies. Large mer- 
chants in Kansas City who are mem- 
bers of a reciprocal company differed 
from this opinion. 

It is impossible to arrive at the 
solvency of any corporation or firm 
without an inspection of its books. 
Under the decision of the Supreme 
Court the State Superintendent of In- 
surance revoked the licenses of recip- 
rocal exchanges, there being no stat- 
ute authorizing the issuance of such 
licenses. Many of the reciprocal ex- 
changes, however, whose licenses 
were revoked have continued opera- 
tions, and the Insurance Department 
has taken no action against them. 

The Attorney General has held in an 
opinion that such exchanges can law- 
fully transact business without a 
license. It would appear reasonable 
that the coming General Assembly 
should direct some legislation regard- 
ing reciprocal insurance. If we recog- 
nize reciprocal insurance exchanges 
as protectors of the public in case of 
fire these exchanges should be licensed 
and should come under the supervision 
of the Insurance Department. 

The dockets of the courts in many 
of our counties have become congest- 
ed, owing to the number of insurance 
cases that have been transferred from 
other States. Our present statute is 
inadequate on this question and de- 
fendants and plaintiffs have found 
Missouri a haven for such insurance 
litigation. 

These cases should be more or less 
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construed as interstate, and as such 
should come under the jurisdiction of 
the Federal Court. We recommend 
an amendment to our present statute 
permitting the removal of the Federal 
Court of any suit instituted in this 
State by a non-resident for a loss upon 
property outside of the State. 

In the regulation of insurance much 
depends upon the insurance agent or 
broker. It will be difficult at this 
time to devote much space to the quali- 
fications of men who handle insurance. 
At our meetings throughout the State 
it developed that the chief goal of the 
insurance agent is his percentage of 
the premium. We have found many 
evidences where agents have overin- 
sured the property, which is, more or 
less, an incentive for incendiarism. 
We believe that the State Superin- 
tendent of Insurance should’ have the 
strictest supervision of every insur- 
ance agent and broker. 

The business of adjusting for the 
insured is growing rapidly in every 
State, and it would be wise to con- 
sider this matter separately from the 
agency qualification. The adjuster 
can properly be termed the middle- 
man, and his duties, in case of fire, 
are to inventory and classify the sal- 
vage, examine the books of the in- 
sured, prepare a detailed statement of 
the loss, as it appears to him, and 
base claim for indemnity upon this 
statement. This bill of damage is then 
sent to the insurance company for 
settlement. 

It is questionable whether this busi- 
ness is the outgrowth of any public 
demand. It exists, however, and, in 
view of the many abuses that have 
been noted, we recommend legislation. 
The adjuster has become fart and par- 
ce’ of the insurance business, and, in 
consequence, he should be licensed by 
the State. 

The State Superintendent of Insur- 
ance should be given wide discretion- 
ary powers to judge the qualifications 
and fitness of all applicants seeking a 
license, and the State, at all times, 
should have the power to revoke any 


license should investigation demand it. 

In the preparation of the fire mar- 
shal bill we believe some provision 
should be made therein where any 
fire suspicious in its nature could be 
thoroughly investigated by the fire 
marshal or his deputies, and that no 
penalty should accrue thereon against 
the company under our delay clause 
during the time consumed by the fire 
marshal in such investigation. 

Bills embodying the recommenda- 
tions of the report will be drawn be- 
fore the opening of the legislature. 


“War Risks” was the subject of dis- 
cussion at the November meeting of the 
Pittsburgh Life Underwriters Associa- 
tion. A number of new members of this 
association have been elected. 


Governor Hatfield, of West Virginia, 
is going to spend sometime in Eastern 
States studying workmen’s compensa- 
tion. A former doctor and a self-made 
man the Governor of West Virginia 
has taken the keenest interest in com- 
pensation problems since his elevation 
to be chief executive of his State. 
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FINLEY J. SHEPARD PRESIDENT 





Prominent Financier Heads Casualty 
Reinsurance Company Recently In- 
corporated in New York 





Finley J. Shepard the well-known 
financier and railway official was 
chosen president of the lately incor- 
porated American Excess Casualty In- 
surance Company, at a meeting of its 
directors held in this city several days 
ago. The other officers selected were: 
Vice-President, Albert Plaut; scretary, 
Ancell H. Ball; treasurer William H. 
Gibson. 

On the Executive Commitee are 
Messrs. Shepard, W. H. Gibson, Ball, 
Plaut, Emile Utard, Archibald Ewing 
Stevenson, Julius Henry Cohen and 
Merwin K. Hart, the last three having 
been elected counsel for the Company. 
S. H. Wolfe was chosen actuary, and 
the finance committee consists of 
Harvey D. Gibson, vice-president of the 
Liberty National Bank, Charles B. 
Rogers, president of the First National 
3ank of Utica, and Charles L. Bern- 
heimer, director of the Citizens Central 
National Bank and chairman of the 
Arbitration Committee of the Chamber 
of Commerce. 

It is intended to interest insurance 
men and capitalists throughout the 
country in this Company, which is the 
first of its kind and size organized in 
the United States. The character and 
financial standing of the incorporators 
is a guarantee that the advantages of 
the Company will be brought directly to 
the attention of investors without the 
use of the elaborate and expensive 
promotion machinery which has char- 
acterized some of the recent incorpora- 
tions in the insurance world. 





ELECT VICE-PRESIDENT 





Directors of Metropolitan Casualty 
Select R. R. Cornell to Fill 
Important Office 
R. R. Cornell was elected vice-presi- 
dent of the Metropolitan Casualty 
Company of New York, at a recent 
meeting of its directors. At the same 
time Walter E. Frew, president of the 
Corn Exchange Bank, was chosen a 
member of the Company’s finance com- 

mittee. 
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Burglary Underwriters Committee 
Arrange Modified Form for Use 
of All Banks ° 


The new bank burglary form which 
has been arranged by a committee of 
the Burglary Insurance Underwriters 
Association and a representative of the 
American Bankers Association is now 
being printed and will be issued short- 
ly. It is a simplified form of contract 
and contains numerous changes from 
the form agreed upon by the burglary 
underwriters for the use of banks, 
about three years ago. 

The new form is shorter and will 
be used by both members and non- 
members of the American Bankers 
Association. When the older form 
was decided upon, the American 
Bankers Association had it copyrighted 
and it was used for a time by the 
members of that organization and by 
nobody else. This was considered in 
some quarters a distinctly discrimina- 
tory action and it was later changed 
by the bankers who allowed outside 
banks to use their form. 

There are some interesting changes 
provided for in the new form which 
has been accepted by the bankers. 
For instance, it provides for robbery 
coverage extending throughout the 24 
hours, instead of from 7 a. m. to 7 p. m. 

The old form provided for immediate 
notice of loss but this provision has 
been modified so that losses must be 
reported as soon as possible. The 
contract is quite generally simplified 
and the length of the schedule has 
been studied with the result that it 
has been materially reduced. 

A provision has been inserted in the 
policy for 10 per cent. extended cov- 
erage outside of the chest of the safe. 
This was not in the old policy. Pro 
rata cancellation is provided for on 
the part of the bank, instead of the 
shert rate cancellation which would 
naturally apply in cases of this kind. 

In the form just approved the re- 
moval of the temporary suspension pro- 
vision is one feature. The Federal Re- 
serve banks are reported to be taking 
out bank burglary insurance in large 
numbers while a larger number than 
usual of the big city institutions, if 
they are not taking out burglary poli- 
cies, are at least making applications 
for messenger hold-up policies. 

The negotiations between the bank- 
ers and the burglary insurance com- 
panies have been going on for several 
mcnths. B. A. Ruffin, chairman of the 
insurance committee of the American 
Bankers Association has handled nego- 
tiations for the bankers, while for the 
insurance companies, a committee 
comprising the following took up the 
matter: George G. Brainerd, Ocean 
Accident, chairman; W. P. Learned, 
Fidelity and Casualty; J. A. Kenny, 
National Surety; E. G. Bogart, Globe 
Indemnity. 





OUT OF ASSOCIATION 
While resigning its membership in 
the Surety Association of America, it 
is not felt that the United States 
Fidelity & Guaranty Company of Ba'ti- 
more, intends to resort to rate-cutting 
or other demoralizing practices. 





FIGURE 50 PER CENT. SALVAGE 

It is figured than the surety compa- 
nies interested in the defunct La Salle 
Street Trust and Savings Bank cf Chi- 
cago, will recover fifty per cent. of 
their claims. 
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MISSOURI LEGISLATION 





Measures Offered for Passage by the 
Workmen’s Compensation 
Commission 





When the Missouri legislature meets 
on the first of the year it will con- 
sider the following measures prepared 
by the Workmen’s Compensation Com- 
mission: 

An elective workmen’s compensation 
act; an act creating the Missouri In- 
dustrial Commission; an act providing 
a tax of 5 per cent. on all premiums 
fur employer’s liability and compensa- 
tion insurance for the support of the 
Industrial Commission, and an act pro- 
viding for the organization of com- 
panies on the mutual plan to insure 
employers against liability of employes. 

The commission has estimated that 
there are 50,000 industrial accidents a 
year in Missouri, and assuming that 
they happen under the same conditions 
as in other States visited by the com- 
mission, not counting the pain and 
suffering, they entail an actual money 
loss upon injured employes and their 
dependents, in wages, medical aid and 
life (assuming each life to be worth 
an average of $4,000 to dependents) 
of $2,800,000. 

The commission also has estimated 
that the employers of the State com- 
pensated only about 5,000 of these 
cases with the gross sum of about 
$412,000, of which only about $200,00) 
actually reached the pockets of the 
injured workmen or their dependents. 
The other 45,000 injured received 
nething, and the remaining $2,400,000 
of the loss was not paid for. 





PRUDENTIAL CASUALTY CHANGE 





Ream, Ives and Wrightson Succeed 
Ballard & Garrett on 
January 1 
General Manager Davis of the Pru- 
dential Casualty, of Indianapolis, has 
announced the change in the represen- 
tation of his Company for the Metro- 
politan territory. The firm of Ballard 
& Garrett, Inc., which has represented 
the Company for the past two years 
here, will retire from connection with 
the Company as of January 1, 1915, 
and will be succeeded by the firm of 
Ream, Ives and Wrightson, Inc., of 
24 Broad street. Thomas Bloomfield, 
formerly manager of the Prudential, 
is now connected with the firm of 

Ream, Ives and Wrightson. 


SQUEAL WHEN STUNG 

Industrial Accident Managers 

Who Take Chances on 
Unreliable Agents 


Some 





The managers of the industrial acci- 
dent and health departments of some 
of the casualty companies operating 
in New York State are likely to have 
to make some changes in their methods 
of hiring agents if some of the ideas 
of the insurance department prevail, 
as they are most likely to do. 

The insurance department has been 
investigating the conditions under 
which agents are hired and has found 
that some managers will take an agen 
without proper investigation, and then 
when he fails to turn over collections, 
they rush to the insurance department 
and ask that his license shall be ter- 
minated for cause. 

There is no question about it, the 
employment of agents is done by the 
hit or miss method in some industrial 
offices. The fact that other companies 
are more than willing, in fact eager, 
to switch a good agent, adds te the 
difficulties of the manager who wants 
to do the right thing. If he has a star 
agent that agent is soon made to feel 
tnat he would be welcome working 
for the competing company. 

Frequently the chance of making a 
little more money will induce the in- 
dustrial agent to change his allegiance 
and later he may be sorry that he has 
done so. But in the industrial busi- 
ness there is no agreement such as 
prevails among the life insurance com- 
panies which prevents agents working 
for another company in a specified 
period or in a certain locality. 

If some such rule was in force 
among the industrial accident agents 
in a given city the harmony and suc- 
cess of the business would be greatly 
acilitated and the class of agents 
which the average industrial manager 
could secure, would be improved. 


INDIANA BANK ROBBED 
Safe blowers succeeded in getting 
nearly $4,000 in cash from the State 
Bank at Chalmers, Ind., last Wednes- 
day. 





WILL BUILD $2,000,000 DOCK 

Contract bonds in substantial amounts 
will be required when the Union Iron 
Works of San Francisco, places its 
order for building a $2,000,000 dry dock. 
Plans for the structure have been ap- 
proved and contracts will be awarded 
very shortly. 
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BROADER INDUSTRIAL POLICY 


OPPOSES RESTRICTED COVERAGE 








A. E. Forrest Holds Premium Com- 
mensurate With Liability As- 
sumed Can be Coliected 





A. E. Forrest, secretary of the North 
American Accident Company of Chi- 
cago, and one of the well informed men 
in the personal accident insurance 
business, sends us the following: 

“In complying with a request for 
comment on the criticisms of Indus- 
trial Health and Accident Insurance by 
the Hon. John T. Winship, Insurance 
Commissioner of Michigan, in his 1914 
report, I fully appreciate that I am 
speaking on a subject prejudiced in 
the eyes of the majority of insurance 
commissioners. 

“That the system has its short- 
comings cannot be questioned. ‘The 
number of complaints reaching insur- 
ance departments from _ industrial 
policyholders is naturally sizable and 
apparently out of proportion when 
compared with other lines; but, in re- 
viewing the situation, we must take 
into consideration the great number 
of risks somewhere in the neighbor- 
hood of 1,900,000, yielding only ap- 
proximately $21,000,000 in yearly pre- 
miums, and distinctly note the fact 
that comparatively few industrial 
policyholders are, by education or en- 
vironment, well fitted for a fair dis- 
crimination between contracts, or 
companies for that matter, or for a 
proper interpretation of the intention 
of the insurer. 

“Let us quote in substance the 
criticism of the Commissioner: ‘The 
terms of contract are observed by the 
companies, but the policy contains re- 
strictions which, construed according 
to their meaning, leave the insured 
unprotected, but which, deleted, so 
open the way to fraud that the policy 
cannot be sold at the price now 
charged; that this being so, many 
of the policies should be prohibited.’ 
A rather difficult situation and, so far 
as it goes, fairly representing the 
present state of affairs. 

“The working man and woman need 
insurance protection: this is demon- 
strated .by the fact that 1,900,000 car- 
ry it regularly and hundreds of thou- 
sands intermittently, and that there is 
one claim each year for every four 
policyholders. 

Prevailing Rates Inadequate 

“The prevailing premium rate does 
not admit of profit to the company 
equal to that gained in commercial 
pursuits—in fact, if claims are paid in 
such a manner as to admit of business 
building, profits are nil. The ques- 
tion then arises, are there not suffi- 
cient disappointments among indus- 
trial policyholders to make the de 
mand for a higher premium rate im- 
perative? 

“Shall we disregard such criticisms 
as are made by Mr. Winship—and they 
are typical of the state of mind of 
almost every commissioner—or, shall 
we try to put on a high plane this 
business of Industrial Health and Ac- 
cident Insurance, popularized by its 
low cost, demanded by the man who 
works for wages, fitted to his con- 
venience in manner of payment and 
now sold to him at one-half the cost 
of the same benefits provided by cas- 
ualty companies not in _ industrial 
work? We cannot find more than one 
hundred cents in the industrial dollar. 

“We pay in claims to the policy- 
holder to-day in the industrial depart- 
ment the same proportion of $12 a 
year that we pay in the other branch 
of the business on $24 paid us by the 
same risks in quarterly or annual »ay- 
ments, for an equal sum in benefits. 
The cost in collecting and accounting 
for twelve monthly payments is high 
and we have no accumulated premiums 
to furnish interest earnings. 

“The situation is unreasonable. Call- 
ing a risk ‘industrial’ does not lessen 
the company’s responsibility or reduce 
the hazard, consequently, disparity in 


premium has been made up, in a 
measure, through restricting the scope 
of the coverage. I believe that the 
theory is wrong. In my humble opin- 
icn, this is the appropriate time for 
the industrial business to place itself 
on such a footing as will give it the 
good will of the entire public, make 
it a form‘dable adversary of State in- 
surance in any form and build up 
through its popularity such an army 
of policyholders that its present 
couple of million will be regarded as 
only a beginning. 
Public Will Pay Price 

“The method, in my judgment, is not 
difficult and I speak from experience, 
not theory. Five years ago the com- 
pany which I represent undertook the 
sale of a policy comparing favorably, 
in respect to freedom from restrictive 


conditions, with any commercial or 
annual payment policy issued, charg- 
ing $1.50 per month for the same 


amount of insurance benefit provided 
in the restrictive $1 a month contract. 
Established custom made hard sled- 
ing for a time, but the agents gradu- 
ally learned that satisfied policyhold- 
ers help agency building and to-day 
seventy-five per cent. of our new busi- 
ness pays $1.50 a month. Those who 
cannot afford this rate have their 
choice of taking two-thirds manual 
coverage (all companies use practical- 
ly the same rating system) or full 
coverage under the restricted form 
and as the latter is used by the agent 
in pointing out the advantages of the 
higher priced contract and sold as a 
last resort, only the imposter claims 
a misunderstanding of what he bougnt. 

“Have we had complaints from in- 
surance commissioners? Ask them. 
We will gladly publicly compare vur 
record in this respect with that of any 
commercial company in the business. 

“There are one hundred and five 
insurance companies, members of the 
Health and Accident Underwriters 
Conference. They write four-fifths of 
the nearly 2,000,000 persons insured. 
They are observing generally toward 
each other a respect for property 
rights and leaving established agen- 
cies alone, hence the elimination of 
the old $1 a month trouble breeding 
policy would be easy for any or all 
in the business. 

Publicity Remedy for Abuses 

“As a substitute for legislation on 
the subject, I would respectively sug- 
gest to the Supervising Officials of in- 
surance in every State, that, after a 
proper investigation of a complaint, if 
they arrive at a conclusion that a 
wrong has been done, either in the 
sale of an improper policy or other- 
wise, they publish the name of the 
company offending with a full state- 
ment of the case. This will bring 
about a reform much more rapidly 
than will any legislation. 

“Am enclosing a sample of my idea 
of a real industrial policy and I shall 
be grateful if you can find space in 
which to print the conditions; Stan- 
dard Provisions may be omitted, as 
they are practically alike in all poli- 
cies. Some of our contemporaries 
may be benefited by a general adop- 
tion of this policy. It has been prov- 
en satisfactory both to policyholder, 
Insurance Commissioner and the com- 
pany. 

“Commissioner Winship should nave 
the sincere thanks of every well- 
wisher of the Industrial system for 
publicly voicing dissatisfaction with 
the present condition of the Industrial 
field as a whole. 

“More premiums and fewer limita- 
tions will make life easier for any 
industrial underwriter and the public 
will be better served.” 





HEAD OF FIDELITY DEP’T 
E. H. Manning, who has been for 
many years in responsible positions in 
the Fidelity and Surety Departments of 
one or two of the larger casualty com- 


panies, has joined the staff of the 
American Indemnity Company, of 
Galveston, as manager of that Com- 


pany’s Fidelity and Surety Department. 





AGENTS WANTED 


B. F. ALLEN, Jr., Secretary-Treasurer 





Casualty— Surety — 


RE-INSURANCE SOLICITED 


C. D. HILL, Vice-President and General Manager 





“= FORT WORTH, TEXAS 


DR. BACON SAUNDERS, President 











INTERSTATE 
Life & Accident Company 


CHATTANOOGA, TENN. 











Accident, Health, 
Plate Glass and 
Weekly 
Life Insurance in 
Tenn., Geo. 
and Ky. 











Most Loyal Agency Force on Earth 


AND THERE’S A REASON 


Ask H. D. HUFFAKER, President 











N. Y. COMPENSATION RULINGS 


In case of Anna Pogue against the 
Nassau Light & Power Company, em- 
ployer; Travelers Insurance Company, 
carrier, the Workmen’s Compensation 
Commission decided that injuries re- 
ceived while returning from work, 
after having deposited letters in the 
post office, where the post office is 
on the direct route to the home of 
the employe, are not injuries arising 
out of and in the course of employ- 
ment. 

Claimant resides at Oyster Bay, N. 
Y., and was employed bv the Nassau 
Light & Power Company at Roslyn, 
Long Island. She went to and trom 
her work every day by train. It was 
part of her duties to mail letters after 
finishing her work for the day. 

On July 1, 1914, claimant, after fin- 
ishing her work at the office, mailed 
some letters at the postoffice and then 
proceeded to the Railroad Station. As 
she was crossing the west bound 
track for the purpose of taking an 
east bound train, she was struck by 
a train and received injuries from 
which she was incapacitated for eight 
weeks and dh account »f which claim 
for compensation is made. 

The injury for which compensation 
is payable under the Workmen's Com- 
pensation Law is defined by Section 3 
of the Law in the following language: 
“As used in this chapter * * * ‘In- 
jury’ and ‘Personal injury’ mean only 
accidental injuries arising out of and 
in the course of employment and such 
disease or infection as may naturally 
and unavoidably result therefrom.” 

The injuries received by claimant 
were accidental injuries but such ac- 
cidental injuries did not arise out of 
and in the course of the employment. 

It appears from the evidence that 
it was customary for the claimant to 
carry letters to the postoffice at the 
close of each day’s work. The post- 
office, however, was upon the direct 
route between the office of her em- 
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ployer and the railroad station. She 
followed the same route she would 
have taken had she gone directly home 
without mailing the letters. It would 
have been necessary for her to cross 
the tracks in the same manner wheth- 
er she mailed the letters or not. As 
the mailing of letters did not alter 
her course from the plant of the em- 
ployer on her way home, her duties to 
her employer and her connection with 
her employment were terminated after 
she had deposited the letters in the 
postoffice. 

The injuries, therefore, were not re- 
ceived in the course of the employ- 
ment and the claim should be dis- 
missed without prejudice to any claim 
which she may have against the Long 
Island Railroad Company. 





In the matter of lawyers’ fees the 
commission has taken the position 
that it is not necessary for a claim- 
ant to have a lawyer in appearing be- 
fore the commission. When a lawyer 
does appear the following dialogue 
takes place: 

Commissioners: You know that this 
man does not need a lawyer, do you 
not? : 


Lawyer: Well, he asked me to 
come here with him. 

Commissioners: What fee do you 
intend charging him? 

Lawyer, uneasily: Well, I hadn't 
decided. Probably $10. 


Commissioners: The award is $30. 
You are charging him 33 1-3 per cent. 
That’s too much. Five dollars would 
be plenty. 





HELD FOR EMBEZZLING $52,000 

W. D. Morgan, president of the 
Morgan Bankers’ Service Corporation, 
of New Rochelle, N. Y., is under ar- 
rest charged with embezzling $52,000, 
which he received for the sale of stock. 
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The difference between 

The Wish absolute success and 

and the non-success, or at the 

Purpose best indefinite success, 

says “Preferred Pilot,” 
is found in the difference between the 
wish and the purpose. Mind is a vast 
controlling power. It is the intellec- 
tual faculty in man that guides and 
governs his every act and can by him 
be strengthened or emasculated, made 
to become his chief and all powerful 
aid in his upward progress, or a drag 
and a deadlock. 

Much depends upon what is on a 
man’s mind, and the “what” is there 
in accordance with nis direction, 
with his initiative. If he has in- 
stilled into his mind vague wishes 
aud hopes, undefined and _  indefi- 
nite purposes, he has_ contributed 
a mental pabulum that weakens and 
deprives it of power to aid him, but 
if he impresses it with a tixed purpose, 
a determination to overcome and suc- 
ceed, his mind becomes active and 
heipful. A fixed purpose draws to it- 
self every opportunity, and every ad- 
vantage that can aid in its attainment. 
There is as much difference between 
a definite purpose and the intangibili- 
ty of a wish or hope as there is be- 
tween success and failure. It may not 
be known how it is accomplished but 
there is something in a definite pur- 
pose that so inspires the mind that 
it shapes events and directs move- 
ments in accordance with desire and 
promotes favorable circumstances 
along the lines of progress. 

This may be a mystery, but experi- 
ence has taught that thoughts proceed- 
ing from a fixed purpose are of a 
quality to attract success, and on the 
other hand if the mind is occupied with 
vague ideas as to doing and with in- 
definite longing wishes for better prog- 
ress failure will inevitably result. 

It is mind that does the great work 
of the world, and the most successful 
man is the one who fixes his mind 
most firmly upon a definite purpose 
and bends his energies accordingly. 

If an agent has it in his mind as 
he starts out for his day’s business 
that times are depressed, that business 
is dull and that it is almost useless 
to try, he might better not start and 
save the waste of feeble effort—for 
the “What’s on his mind” will surely 
make his efforts feeble and presage 
lack of success. 

If as he starts out he has in mind that 
there is business to be had, that he 
is going to find it, and going to get it, 
and that for him there is going to be 
no dull times, the “What’s on his 
mind” is bound to inspire and encour- 
age him to keep pegging away, to keep 
forging ahead until he finds and se- 
cures business. 

Mr. Agent, there is business always 
to be had—it depends upon “What’s on 
your mind” whether you get it or not. 

* . - 


While the building up 

Building Up of a permanent and 
A Business profitable agency busi- 
ness is not an easy 

task, it has been done by many in the 
past, is being accomplished by others 
at the present time, and in all prob- 
ability will continue to be done in the 
future. Opportunities without limit 
are to be had, and says General Bunk- 
er, agency director of the National 
Casualty Company, “it is only a ques- 
tion of the right man taking hold of 
the work and keeping everlastingly at 
it until the result is accomplished. 
Cash capital is not necessarily re- 
quired in the opening of an insurance 
agency, but toebring it through to a 
epigram or aphroism written by a life 
successful conclusion, substantial back- 
ing of stamina, courage and per- 
sistency is indispensable. This en- 
ables the field man to force his way 


Guocial Tells With Local Agents 


through any difficulty which may 
arise until the goal is reached. 
The combination of the right man with 
the right backing of this kind is ab- 
solutely irresistible. 

“Just at this time it is easy enough 
to lay back and say it can’t be done, 
that business can’t be written in any 
material volume, and yet to quote the 
remark of one of the field men re- 
cently, ‘I have to work a little harder, 
but you will notice the applications 
coming in just the same.’ The entire 
secret of his continued success is the 
fact that he won’t lay down, but when 
he finds new business coming a little 
hard he puts on that much more pres- 
sure and makes good anyway. That’s 
the real test. The man who is not 
weady to fight for business and who 
is not determined to secure results, 
regardless of any condition which may 
confront him, has no place in the fleid. 
A little temporary depression brings 
out the very best there is in every 
field man, and puts him on his mettle 
to hold up his end regardless.” 

s ” . 
H. H. Snellbaker, a 

Public School South Jersey repre- 

Teachers as’ sentative of the Gen- 

Prospects eral Accident, and 
one of its consistent 
business producers, has found the pub- 
lic school teachers a profitable field 
in which to work. “Mr. Snellbaker 
states that it is not at all an uncom- 
mon thing for him to call upon a teach- 
er in the country sections, while school 
is in session or at recess time, and on 
many occasions he has secured the 
signature of the teacher on the dotted 
line amid a crowd of interested school 
children, and he adds that even the 
children become so interested that he 
feels sure when they get old enough 
they will all be after a Health and 
Accident Policy.” 

The salaries of the public school 
teachers of Northern New Jersey and 
Southern New York, average consider- 
ably higher than those paid in the 
Southern section of the former State, 
hence active agents should be able to 
sell larger policies and more of them 
in the territory contiguous to New 
York city. School teachers, moreover, 
are intelligent beyond the average, and 
can appreciate more quickly the numer- 
ous advantages of carrying accident 
and health insurance. That they will 
do so if the subject be properly pre 
sented to them Mr. Snellbaker’s ex- 
perience attests. 





ALBANY AS HEADQUARTERS 


Maintaining that the State is operat- 
ing a number of prominent offices in 
New York city which should be con- 
ducted at Albany, the Chamber of Com- 
merce of the latter city is agitating 
tor a change. Their first effort will 
be directed to bringing the Workmen’s 
Compensation Commission to the Caplt- 
tol City, following which they will give 
attention to the Insurance, Banking and 
other departments of State govern- 
ment, all] of which maintain important 
branch offices in the metropolis. 





William Sutehall has been appointed 
field assistant in the agency depart- 
ment at the head office of the Trav- 
elers Insurance Company of Hartford. 
He has been associated with the Com- 
pany for several years, latterly as as- 
sistant manager in the compensation 
and liability branch at New York city. 





DRUGGIST SUED FOR $7,500 
William Kempff, a St. Louis, Mo., 
druggist must defend a suit for $7,500 
brought against him by Otto Guntly, a 
machinist of the same city. The allega- 
tion is made that the druggist sold 
Guntly carbolic acid when he ordered 
hydrogen-peroxide, and that when the 
machinist applied the liquid to an in- 

jured finger he suffered severely. 


W.E.SMALL , . 


A STRONG CASUALTY COMPANY 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 
MACON GEORGIA 


Writes the Following Forms of Casualty Insurance 


BURGLARY 


Agents Wanted in Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 


» President 


Surplus and Reserves over $800,000 


HEALTH LIABILITY 
ELEVATOR TEAMS 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 


55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT— HEALTH—LIABILITY 
cre Elevator —Teams - Burglary —Workmen’s 
$3 Compensation—Etc., Etc. ss 33 

c. NORIE-MILLER, United States Manager 

Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 











573,612 =I 
Automobile, Liability, Collision, 


Union Casualty Insurance Co. 


HOME OFFICE, Union Casualty Building - - PHILADELPHIA, PA. 
COMPARATIVE STATEMENT 


INCOME 





Liability, Workingmen's Compensation, Teams, Elevator. 


Property Damage, Employers’ 








C. A. CRAIG, President 


W, R. WILLS, Vice-Pres. 
The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


(. R. CLEMENTS, Sec, & Treas. 








RE-ELECT R. J. HILLAS 





President of Fidelity & Casualty Con- 
tinued as Executive Committee- 
man Publicity Bureau 





Robert J. Hillas was unanimously re- 
elected a member of the executive 
committee of the Workmen’s Compen- 
sation Publicity Bureau, at the annual 
meeting of the organization in this 
city on Monday. The other committee 
men are: John T. Stone, president 
Maryland Casualty Company and Ed- 
son S. Lott, president United States 
Casualty Company. Mr. Stone is the 
new chairman. 

T. Robertson Jones was again chos- 
en secretary-treasurer and the im- 
mediate manager of the Bureau's 
affairs. 

The company membership of the 
Bureau includes the following offices: 
Employers Liability, Frankfort General, 
Fidelity & Casualty, Hartford Indem- 
nity, London Guarantee & Accident, 
London & Lancashire Guaranty, Mary- 
land Casualty, Royal Indemnity, Stand- 
ard Accident, Ocean Accident, and the 
United States Casualty. 





SUES MOTHER FOR INJURIES 

A novel insurance case is that of 
Miss Elsie V. Kamp, of BPllsworth, N. 
Y., against her mother Mrs. Philip L 
Kamp. The daughter was run over 
by an automobile driven by her mother 
and rather severely hurt. Mrs. Kamp 
is covered by a liability policy and 
the insurance company interested will 
defend the action. 





John L. Rivoita, of Pittsburgh, West- 
ern Pennsylvania representative of 
the Fidelity & Casualty Company, was 
painfully but not seriously injured in 
an automobile accident recently. 


John C. Brahney, of the Robert B. 
Stoutenburgh agency in Newark, some 
time ago wrote in the Globe Indem- 
nity a $15,000 automobile policy for 
Harry J. Kidd, of Johnston & Murpay, 
Newark. Kidd was injured and killed 
in an automobile accident and a few 
hours after submitting the proofs of loss 
a check was received for $15,000 from 
the Globe. It was quick payment and 
Brahney has been advertising the fact 
extensively in Essex County, New 
Jersey. 

PAYS $30,480 ACCIDENT CLAIM 

Check for $30,480 was recently sent 
by the General Accident’s head offices 
in New York, to Thomas W. Kinser, 
administrator of the estate of the late 
William J. Kinser, of St. Louis. The 
deceased, who lost his life in the burn- 
ing of the Missouri Athletic Club of 
his home city, secured a “Utopian” 
accident policy from the General Acci- 
dent in October, 1906. The sum 
granted his estate represents the 
double indemnity allowed under the 
contract plus all premiums paid by 
Mr. Kinser. 


It is understood that the move to 
secure uniformity in reporting indus- 
trial accidents, inaugurated by the 
Pennsylvania Department of Labor and 
Industry, has so far progressed that 
one-half of the States of the Union 
have assented to the plan. 
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Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. Jf you 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. You can secure a 
good position in a state where only eleven companies wrote as much asa million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” If you have the grit to make a change and a reasonable 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
mean the realization of all your dreams. That will mean promotion as rapidly as you are entitled to it and the capitalization of your 


individuality at its full value. 


The president of this Company is W. T. Crawrorp; Vice-President and General Manager, THomas P. 


Luoyp, M. D.; Superintendent of Agéncies, W. M. Lrnpsey, all of Shreveport, La. 








THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Is Steady Sure Solid 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 





Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 





SCRANTON LIFE INSURANCE COMPANY 
HOMER V. TOULON, Manager 





1098 Drexel Building : - . pe 








The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Semi-Annual Statement, June 30, 1914 
$11,606,723.00 
8, 167,993.93 
1,000,000.00 
Surplus over all Liabilities 2,438,729.07 
Losses paid to June 30, 1914 .... 46,713,497.00 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 
Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 
and Theft Insurance; Plate Glass Insurance; Liability Insurance—Employers’, Public, Teams 
(Personal Injury and Property ge), Aut bile (Personal Injury, Property Damage and 
Collision), Physicians’, Druggists’, Owners’ and Landlords’, Elevator, Workmen’s Compensation— 
Steam-Boiler Insurance; Fly-Wheel Insurance. 


Capital 





THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 
Cc HI CAGO Resident Manager 
—— 55S JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, Elmer A. Lord & Co. 


Burglary, Boiler and oS Slee Sh, Roeeten 


Resident Ma: 
Credit Insurance sy ow Soalent 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 











NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per-cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 
nity. 

Address EDWARD D. FIELD, Superintendent 

MONTPELIER, VERMONT. 








No Grumbling Here! 


Thus far our new business for 1914 exceeds that of the same period in 1913, 
both delivered and written. Our representatives are prosperous, not grumbling 
— are working, not talking war. They have modern policies, low net cost, 
effective literature, a first-class agency magazine, and happy relations with the 


Home Office. 
Occasionally we have a general agency opening. 
JOSEPH C. BEHAN, Superintendent of Ag 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Mass. 
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“An Agent Is Known by the Companies He Keeps” 


Continental Insurance Company 


OF NEW YORK. 


The best company for a policyholder is the best 
company for an agent. 


HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
332 SO. LASALLE ST., CHICAGO. 





Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 


The assured places the responsibility on the 
agent; a Fidelity-Phenix policy relieves him of it. 


HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
137 SO. LASALLE ST., CHICAGO. 


Fidelity (Fire) Underwriters 


OF NEW YORK. 


Combine the assets of two of the largest com- 
panies with the highest sense of liberality and 
fairness. 


- 
Combined Assets $42,586,574 
Policyholders Surplus $23,743,555 
Home Office, 
80 MAIDEN LANE, NEW YORK. 

















